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In This Issue 
GIVE AGENTS MORE RESPONSIBILITIES 


ON THE COVER: The Editorial Predicts More Than $30 Billion for Insurance Premiums (Page 21) 


es 
fo 
yd 
WW 
= 
J 
© 
<< 
z 
< 
= 
Q 
= 
< 
) 
z 
= 
iJ 
x 
@& 
< 
= 
J 
U 
z 
< 
td 
-_ 
9) 
z 





Why FOLLOW the Leader 
when | you can BE one? 


Join up... for more sales-security, more immediate selling in- 
come... with Mutual of Omaha, the LARGEST company in 
the world specializing in health and accident insurance. 
Successful Mutual of Omaha salesmen have made Mutual of 
Omaha... and Mutual of Omaha can make you! 
You learn HOW in our National Sales Training School. You 
get complete on-the-job field training, with expert supervision. 
You get the ingredients of leadership in Health, Accident and 
Hospital insurance selling. 

Don’t hesitate. Write IN CONFIDENCE for information on how 

to JOIN THE LEADER and BE A LEADER IN SALES. Write 


Mutual of Omaha, Omaha, Nebraska, Dept. SP-1257. Or, if 
more convenient, see your nearest Mutual of Omaha General Agent. 


V. J. Skutt, President 
Home Office: Omaha, Nebraska mY Canadian Head Office: Toronto 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


OS8GANIZED 1685 
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NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1666 


wv 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS 


ORGANIZED 1652 


wv 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


OPGANIZED 1906 
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THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


OAGANIZED 1674 
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COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 
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You dependent 
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OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK |, NEW JERSEY 
Western Department: ! 20 South La Salle Street, Chicago 3, Il 
Pacific Department. 220 Bush Street. Son Francisco 6, Cahf 
Southwestern Department 912 Commerce St , Dallas 22, Tex 


Canadian Departments: 800 Bay Street. Toronto 2, Ontano 
535 Homer Street, Vancouver 3, B C 


Foreign Departments: 102 Maiden Lane New York 5, New York 
206 Sansome St, Son Francisco 4. Calif 
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MARYLAND «+ DELAWARE «+ KENTUCKY 
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MISSISSIPPI + FLORIDA * MINNESOTA « VIRGINIA 
MICHIGAN + SOUTH CAROLINA + GEORGIA 
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Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS... 
LIFE* ACCIDENT & SICKNESS 
HOSPITALIZATION - GROUP 





MORE COMPETITIVE .. .L.I.C.A. offers a complete portfolio—policies 
filled with unusual selling features . . . loaded with advantages you can 
get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING .. .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING ... We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU ... This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 
for you! 


INVESTIGATE AT ONCE! 


WRITE 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE > A and S « GROUP + HOSPITALIZATION 
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These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


H. W. Miller will become U. S. 
manager of The Ocean Acci- 
dent and Guarantee Corpora- 
tion, and president of Columbia 
Casualty on the retirement of 
Laurence S. Jones, December 
31, 1957. Mr. Miller is present- 
ly general U. S. attorney for 
Commercial Union-Ocean 
Group and will retain this and 
his other posts in the group. 
T. B. Kelley has been named 
deputy U. S. manager and vice 
president for the group. 

T. A. Wilson, formerly president 
of Textile Insurance, has been 
elected board chairman. I. Paul 


Ingle has been named presi- 
dent. James G. Cage is execu- 
tive vice president. 


H. B. Perrin, presi- 
dent of Matson As- 
surance, will be- 
come president of 
Pacific National Life 
after filing of Cali- 
fornia corporate pa- 
pers. Matson Navi- 
gation owns 93 per 
cent of outstanding 
PNL stock. 


Carl O. Olson has been elected 
executive vice president of the 
Life of Florida. He was former- 
ly comptroller of Baltimore 
Life. 


who has been 
manager of the Philadelphia 
branch office, is being trans- 
ferred to the home office of 
Illinois Appleton & Cox in Chi- 
cago. He will be in charge of 
all operations. 

William H. Rothermel has been 
named executive vice president 
of the Fidelity Life Association. 
Previously a vice _ president, 
Rothermel joined the company 
as director of sales in 1955. 

John R. Wiest, former vice presi- 
dent of Holland-America, has 
joined Citizens Casualty of New 
York as a vice president. 

John H. McCaffery, assistant sec- 
retary of United Pacific, has 
been elected vice president and 
made manager of the home of- 
fice claims department. 

Fred L. Karras has been elected 
to succeed Benjamin F. Rogers 
as vice president of Income In- 
demnity of Rockford, III. 

Harland L. Knight has been ap- 
pointed agency vice president 
for Security Mutual Life, Bing- 
hamton, N. Y. Kenneth P. Lord, 

Continued on page 6 
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FORGING TO THE FRONT 


NATIONAL CASUALTY COMPANY 


Get in with a leader, forge to the front with 
National Casualty's sound protection—the 
finest in Disability Income, Hospitalization 
and Surgical coverages for the Individual, owe, 


Family, Franchise or True Group case. 
Guaranteed Renewable Policies Now Available! 
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O all our friends in the United 
| and Canada, we of the 
Metropolitan Life extend our warmest 
wishes for a Merry Christmas...and the 
happiest of New Years in1958-*--f In the 
true spirit of Christmas, our thoughts 
turn to the gifts with which Divine 
Providence has enriched our lives. We 
have much for which to be thankful 
... warm and enduring ties with fam- 
ilies and friends, peace in our two 
nations and that great blessing which 
more and more of us are enjoying 
throughout life... good health -- -- 
May you and your family have, in 
abundant measure, health, happiness, 
peace of mind during this Holy Season 


and in all the years ahead. 


Metropolitan Life 
Insurance Company 


A MUTUAL COMPANY) 
1 Madison Avenue, New York 10, N.Y. 


COPYRIGHT 1957—METROPOLITAN LIFE INSURANCE COMPANY 
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@ It has been said that upwards of 80% of all dwelling prop- 
erties in America at present are underinsured. In the case 


of their contents, the figure is probably higher. 


Most of the inadequacy is due to the steadily mounting 


costs of rebuilding and of replacement. 


This is an unhealthy situation. It is a dangerous one for 
the property owner. It is an unfavorable one for the growth 
of the institution of insurance. And last, but by no means 


least, it is an unprofitable one for the local agent. 


As more and more agents come to realize the seriousness 
of the situation, they are coming also to understand it as 
a public service they owe their community to help remedy. 
They are reviewing their present clients’ policies with them 
and persuading them to increase their coverage to really 


cover, not merely to contribute, in the event of loss. 


Incidentally, they are finding that their best prospects for 
increased volume are these same present clients. It is a vast 
potential, a big job, and it needs to be done in everybody’s 


interest: the policyholder’s, the agent’s, and the company’s. 


PLM OFFERS YOU: 


COMPLETE COVERAGE of fire and allied lines, including 
these currently most-wanted coverages—the popular 
Money-Saving Homeowners, Inland Marine, Fire and 
Extended Coverage. Why not get in touch with us now 
about representation, while you think of it. It could 
turn out to be one of the most profitable contacts you 


ever made. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance’”’ 
P 


ENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY @ PLM Building @ Phila. 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 





These Names Make News 


Continued from page 4 


Jr., C. L. U., is assistant to the 
president. J. Evans Whiting is 
now superintendent of agencies. 


Charles P. Phelan (left) has been elected 
president of American International Under- 
writers (Mass.) He will head New England 
operations and the Starr Agency. Clifford 
A. Roche (right) is now president of AIU 
for the Philippines. 


David E. Swanson has been named 
vice president-life at the West- 
ern head office in Berkeley, 
Calif., for State Farm Life, 
Bloomington, Ill. He had been 
assistant vice president. 

Frederick R. Congdon, M. D., has 
been elected vice president and 
medical director of Berkshire 
Life. Dr. Congdon joined the 
company in 1945. 

Thomas A. Frank has been 
named field vice president of 
Central Standard Life. John F. 
Murphy is now director of 
sales. 

Carl Hagenkotter has been ap- 
pointed manager of the work- 
men’s compensation and gener- 
al liability department of Se- 
curity-Connecticut Companies. 
He has been with the group 
since 1944. 

John C. Barrows, vice president 
and comptroller, has been 
elected a trustee of American 
Surety. 

Dr. Gilbert Harold, president of 
Allied Publications, Ince., has 
been elected to the board of 
American Investment Life, sub- 
sidiary of American Investors 
Corporation. 

Kearney Wornall has been elected 
to the board of Southwestern 

Continued on page 8 
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Success 
seems to be a habit 


.. with men who are on 
the Northwestern Mutual team! 








Agents ALL COMPANIES* ( 1.1% 
qualifying 


for the 
MDRT... NORTHWESTERN ce 10.4% 





Agents ALL COMPANIES* 4 2.3% 


awarded the 


C.L.U. 
designation . . NORTHWESTERN te 16.2% 

















Agents ALL COMPANIES* HR o.47. 
receiving the 37 I% 


National Quality 


*Taken from the latest available source 








For 100 years, now, more and more good life insurance 


men become top life insurance men with this C ompany ! 


= Z2e NORTHWESTERN MUTUAL 
Life Lnsurance OMpary 


MILWAUKEE, WISCONSIN 
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He went 


a hundred miles 





for a camel! 


These camels belong to an American 
oil company. 

Recently, one of them sank his 
teeth into his native driver. The in- 
jured man lay in a remote village 
almost inaccessible by road. 

The company’s efficient medical 
service reached him almost immedi- 
ately. And almost as soon came an- 
other man — with cash in his hand! 

The cash was Workmen’s Compen- 
sation. The man was an agent for 
American International Underwrit- 
ers. He had traveled more than a 
hundred miles by jeep and ox cart 
to pay the claim! 

But most amazing: the insurance 
was taken out right here in the 
United States — part of the com- 
plete foreign coverage the employer 
bought through his American bro- 
ker! 

Why not join the alert brokers 
who have added American foreign 
risks to their portfolio? They’ve 
added to their income, helped “‘com- 
petition- proof” present accounts, 
opened the door to new business. 
You can, too! 

Simply bring to AIU the same 
sort of information you require for 


8 


domestic risks. Specialists will plan 
your coverage to conform with the 
laws, regulations and customs of 
foreign states. Policies will be writ- 
ten in familiar U. S. contract forms. 
Claims are paid on the spot in the 
currency the premiums are paid in 
— U.S. dollars, if local law permits. 

You don’t have to be an expert to 
handle foreign risks. Take it to AIU 

and AIU is your expert! 

For full information and litera- 
ture, write AIU, Dept. L, 102 
Maiden Lane, New York 5, N. Y. 


aa 
AMERICAN 
INTERNATIONAL 


UNDERWRITERS 


Boston Chicago Dallas Denver Detroit 
Houston Los Angeles Miami New Orleans New York 
Portland Sanfrancisco Seattle Tulsa Washington 


These Names Make News 


Continued from page 6 


Investment Company, Amarillo, 
Texas. Wornall is vice chair- 
man of the board of City Na- 
tional Bank and Trust Com- 
pany, Kansas City, Mo. 


Charles H. Schaaff 
has been elected 
executive vice pres- 
ident for insurance 
operations at Mass- 
achusetts Mutual 
Life. He was made 
a vice president in 


1950. 


J. Dewey Dorsett received the 
Gold Medal Award of the Gen- 
eral Insurance Brokers’ 
ation of New York for 
guished service to the 
and the insurance’ industry. 
Dorsett is general manager of 
the Association of Casualty and 
Surety Companies, and of the 
Nuclear Energy Liability In- 
surance Association. 

Walter C. Small of Field & Cowles 
has been elected president of 
the Insurance Library Assovci- 
ation of Boston. A. Brooks 
Parker, vice president of Bos- 
ton Insurance, succeeds Small 
as vice president of the Associ- 
ation. 


Associ- 
distin- 
public 


William C. Green- 
ough was elected 
president of Teach- 
ers Insurance & An- 
nuity Association 
and College Retire- 
ment Equities Fund. 
He had previously 
been executive vice 
president. 


Harrison L. Amber, 68, board 
chairman of Berkshire Life, 
died November 13. He had been 
associated with the company 
for 41 years. 

Dr. Fred J. Schilling has 
named medical director of 
America Fore, succeeding Dr. 
Siegfried J. Nilson, retiring. At 
the end of 1957, Dr. Nilson will 
assume the status of medical 
director emeritus for the group. 
Also retiring is Vice President 
Frederick P. Walther, who has 
been with America Fore since 

Continued on page 62 
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Important News 


from 


New England Life 


ae For Present Policies (inaued prior:to. Noventbes 196T) soc nicccdsacsaccsveatenssoeda 


EXTRA MONEY FOR 1958 DIVIDENDS 


Increase in scale, for fifth consecutive year, will call for apportionment of 


$31,700,000, which is $1,500,000 more than the amount required for normal 


increment due to company growth. 


DIVIDENDS WILL BE GRADED 


according to the face amount of each individual policy in the following four 


size-groups: 

Below $2,000 
$?.000-$4,999 

$5,000-$ 14,999 

$15,000 and over 
On policies with Family Income or Level 
Term riders attached, the size-group is de- 
termined by the face amount of the basic 


policy, excluding the amount of the rider. 


OTHER FEATURES 


No reduction in any gross premiums. 
Dividend adjustments within the size- 


group affected will be the same for all plans 
of insurance including Term, for all ages 
and all durations. 

Ordinary Life policies of $15,000 or more 
will have more generous guaranteed surrender 
values. 

Female applicants for $15,000 or more 
Ordinary Life at age 28 or over, will receive 
a special extra dividend over and above those 
paid to male lives. 

Ask your New England Life general agent 
for further details. 
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NEW ENGLAND 
Mil LF EPs vey 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 18635 
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Select and consult ‘ 

an independént - 
insurance agent.” é 
or broker as NG 
you would your 


doctor or lawyer 


: : Casvalty-Fire-Morine 
a a UY Pa Sa OP insurance « Fidelity. 
eae a von a Surety Bonds 
? p-Usted States Fidelity & Guoranty Co, Baltimore 3, Md. « Fidelity Insurance Co. of 

Canada, Téronte’s Fidelity & Guaranty inwrance Underwriters, Inc., Baltimore 3, Md, 


U.S.F.&G. AGENTS 
This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 
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how do YOU want to sell A&H? 























check into these 


Combined Plans — now! 


If you’re looking for results—results that 
count, in the accident and health field, here 
are 2 outstanding opportunities offered by 
Combined: 


1. Specialize in selling one of Combined’s Pack- 
age Plans, that pay an agent from $125,000.00 
to $140,000.00 over a 10-year period, and after 
that, a retirement income of around $1,000.00 a 
month. Agents who qualify for this concen- 
trated type of selling receive personalized sales 
training and the special merchandising materials 
necessary to get these earnings. 


es e 
Combined Group of Companies 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston; 


First National Casualty Company, Wisconsin 


Insuring over 1,200,000 policyholders 
For Further Information Circle 19 on Card on Page 49 


December 1957 


2. If your present commitments allow only a 
few hours a day, Combined’s Wholesale Group 
Plan can do wonders to supplement your 
income. This Plan provides comprehensive 
A&H and hospital coverage for 5 or more 
employees—even covers pre-existing conditions! 
Complete with sales tools, it’s a saleable pack- 
age to practically every small business listed 
in your classified directory—one you can sell 
in your between-apppointment hours. 


Check the method that interests you, on the cou- 
pon below, and mail it today, at no obligation. 


= ee ee ee ee ee ee ee ee ee ee ee ee oe ee ee ee ey 


Combined Insurance Co. of America, Dept. 127 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me details about: 
(-] Combined’s Specialized Package Plans 
(.] Combined’s Wholesale Group Plan 


MAIL 
THIS 
COUPON... 
NOW! sacress 


i City State l 
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GEORGE F. ALBRIGHT, C.L.U. 


ATTIS E. CROWE 
Second Vice-President 
in charge of Ordinary Agencies 


Agency Vice-President 

responsible for over-all 

supervision of field-wide 
agency operations 


PAUL J. WILLIAMSON, C.L.U. 
Assistant Vice-President 
in charge of training and sales promotion 


Life of Virginia’s Agency Leadership Team 


ALBERT M. ORGAIN 
Second Vice-President 
in charge of Combination Division 1 


Six proven, experienced, capable life insurance 
sales executives . . . they head Life of Virginia’s 
agency organization. Five of these men came into 
the home office directly from Life of Virginia field 
managerial positions . . . every one of them was a 
highly successful life underwriter. 

We think this is an outstanding team . . . these six 
agency executives. Our 2500 sales and service rep- 
resentatives find in their leadership the kind of 


helpful, cooperative and understanding guidance 


12 


RAYMOND E. McCANN, JR. 
Second Vice-President 
in charge of Combination Division 2 


W. RANDOLPH TOLER 
Second Vice-President 
in charge of Combination Division 3 


that can emanate only from men with wide expe- 
rience ... men who know their business, 

Life of Virginia, with well over $2 billion insurance 
in force, is one of the nation’s largest and strongest 


life companies, 


THE LIFE 


INSURANCE COMPANY 


OF VIRGINIA 


SINCE 1871 ¢ RICHMOND, VIRGINIA 
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keepaj \_ jump 
Nahead 


That’s what you do when 

your insured has a claim with Bituminous. 

You keep a jump ahead 

because Bituminous gives your client 

the fast, fair-and-square settlement to which he is 

entitled. He gets the kind of action that makes happy 

clients, breeds new business, makes renewals easy. Bituminous 
adjusters know the coverage, know the answers, and know they 
have the authority to make the adjustment right — and right now. 


Keep a jump ahead with Bituminous. 


BITUMINOUS 
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CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen's Compensation and Liability Lines 





1 


BILL BROWN’S OPEN-DOOR POLICY 


Ask William P. Brown, CLU, the secret of his success, and he'll 

tell you he “‘opens a lot of doors.’’ Beyond those doors are the people 
of Memphis, Tennessee — and Bill Brown has thoroughly prepared 
himself to analyze and solve their financial needs, wants 





and hopes. 








} Twenty years a Chartered Life Underwriter, he is fully 
{| aware of the responsibilities he has to his clients, his 
profession and his Company — so much so that he has 
| earned the insurance industry’s National Quality 

Award every year since its inception. 
Not only has Bill Brown distinguished himself in the 
business leadership of his community, he has maintained an enviable 
position among, his Company’s national leaders. Year after 
year, his name is listed among the select membership of The Union 
Central’s coveted $500,000 Club — a recognition of those 
underwriters who sell in excess of $500,000 of life 

insurance a year. 

And here’s how Bill Brown looks at the future. “When you realize 
that the total life insurance owned by the American public 
represents the national income for just ome year, imagine the 
tremendous potential waiting behind unopened doors.”’ You 
can bet that The Union Central will help him open those doors. 


A vestryman of Grace-St. Luke's Episco 
pal Church, Bill Brown is shown here with 
his wife Marion, and Rector M. Richard 
MacDonald. Bill is also an active Mason, 
a tireless campaigner for community 
drives, a director and Past President of 
his city’s Life Underwriters Association 


In setting up life insurance programs for 
his clients, Bill Brown frequently works 
closely with trust departments of banks. 
However, in this case, he is discussing the 
personal program of Mr. James L. Ross, 
President of the National Bank of Com- 
merce. Mr. Ross is one of many civic 
leaders listed among Bill's policyholders. 








THE UNION CENTRAL LIFE INSURANCE COMPANY «. CINCINNATI 


Security for the American Family since 1867 
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“(De wish you a Derry Otasenkts 
and a new year filled with happiness, 


° . ° Bete 
Pevaty rvuatoume litem (ualCayauraile 


.* a 
CRUM &. FORSTER GROUP 
@ of Insurance Companies NUL: 
° MARINE Se SsuRETY 


CASUALTY © aige 
UNITED STATES FIRE INSURANCE CO 
THE WESTERN ASSURANCE CO., l 


THE BRITISH AMERICA ASSURANCE CO., | 


Organized 1824 
S. Branch Incorporated 1851 


Incorporated 1833 


Organized 1822 
S. Branch 


THE NORTH RIVER INSURANCE CO 
WESTCHESTER FIRE INSURANCE CO. . 


110 WILLIAM: STREET 
SOUTHERN DEPT., ATLANTA * ALLEGHENY-OHIO DEPT.. PITTSBURGH 


Organized 1837 


NEW YORK 38, NEW YORK 
VIRGINIA-CAROLINAS DEPT., DURHAM. N.C 


WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT.. SAN FRANCISCO «+ 


December 1957 





ne Countrywide 


SERVICE 


NETWORK. 


The American’s service network 
literally covers the country. 

30 major Branch Offices and more 
than 100 Service Offices 

provide “home office” facilities 

in principal cities and towns, 

and in suburban and rural 

areas throughout the 

United States and in Canada, 
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,  Abter tree years 


EDWARD I. GILBERT 
Tucson, Arizona 


October 21, 1957 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


What has taken place in my life during the three years I have been with 
Franklin is still fantastic to me—actually unbelievable. When I signed my 
contract with Franklin, I remember being asked if I didn’t think I would make 
at least $10,000 my first year. My answer was, “Oh, sure”; but I didn’t expect 
to. Frankly, it was hard to believe, remembering I was unable to come close to 
that figure with my previous company—even after three years of hard work. 
Yet after twelve short months, the dream had come true. I did make approxi- 
mately that amount—and after three vacations. That’s only half of the story. 
The second year my income doubled itself. 

How many professions can a man go into and make $9,353 his first year and 
$19,484 his second year—and without any capital investment? This year I 
should earn close to $22,000. 

I am even more enthusiastic today than the day I started with Franklin. With 
merchandise like PPIP and JISP, it has been easy to build a very large clientele 
in a short time plus having more good prospects than I can possibly see. 

It would be hard to tell in a few short words the many things that Franklin 
has done for me. 

Sincerely, 


Edward I. Gilbert, Jr. 


An agent cannot long travel at a faster gait than the company he represents! 








> Lhe Friendly 
Se FIRANIKILEN ILI Saas" 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Six Hundred Million Dollars of Insurance in Force 
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John Hencock 
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around 150 city blocks 


Since its inception, AZtna’s Home Office Casualty and 
Surety Sales Course has graduated enough men to encircle 
150 city blocks! In itself, this is a dramatic tribute to the 
continuing regard in which the Course is held by insur- 
ance men across the nation. But quantity alone cannot 
tell the whole story. A remarkably high percentage of 
these graduates have achieved marked success in the 
highly competitive business of insurance selling. Many 
of them, in fact, are now numbered among the nation’s 
top producers. Why? Because the Sales Course goes 
beyond theory and fundamentals. It implants in the 


student a deep consciousness of the whole socio-economic 
significance of the business. He also learns — not by 
listening alone, but by doing —to sell professionally. 
He gains self-confidence, so that he in turn, is better able 
to earn the confidence of important buyers of insurance 
in his community. 

If you or some other member of your agency is inter- 
ested in this proved short-cut to higher earnings (available 
exclusively to representatives of the AEtna Casualty and 
Surety Company) why not contact your nearest AAtna 
Supervising Office — soon? 

AGENCY BUILDING 


A=TNA CASUALTY 


AND SURETY COMPANY 


Affiliated with ATNA LIFE INSURANCE COMPANY « STANDARD FIRE INSURANCE COMPANY 
Hartford 15, Connecticut 


ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 
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omething New has been added! 





Parents’ Magazine 
has awarded its 
coveted Seal to 
United of Omaha’s 


famous Family Policy. 








The United Family Policy is made to order for new 
and young, growing families just like yours. You 
get whole family life insurance protection with ONE 
policy. 


new arrival—at no increase in payments. Mom* 


United even automatically insures every 


and the kids (from 15 days until they are 2] years 
old) are each insured for $1,000. Dad, who needs 
more protection, is provided with $5,000 of whole 
life insurance coverage PLUS cash and loan bene- 
fits. This is the new, economical way to enjoy whole 
family protection. ONE policy. ONE payment. The 
cost is low—if you are age 30, only $10.05 a month 


for protection as shown in the chart below 


Here's how the plan works 


ng cence = 


| $5,000 


Whole life insurance protection. 





| Term insurance 
(This protection continues to Dad’s 
65th birthday.) 


$1,000* 


_on Mom — 


a) Each (present and future), term 
| $1,000 





| insurance from 15 days to 2] years 
| of age 
| on n the Kids | | 





with age difference between husband 
and os $1000 is emount when both are the same age 


United @ 


AN BY cM, On 
CONSUMER 


Oe EOS 


PARENTS; 


> MAGAZINE 
ae ee 
VErtisen WS 


October Parents’ Magazine 
carried the advertisement 
shown below, in page-and- 
a-half size, to more than 
1,775,000 families having 
growing children. 


Hor Dad-Mom and the Kids 
and 
every new 
member is 
automatically 
insured at 


no increase 
In payments 


old Doe stork 
says this is 
the greatest 
thing nee bab 
Dad will be 
tow al th 





| Unirep of Omana 
Unerep Benerrt Lire Insurance Company 
Omana, Nesrasxa 
| (err. 7050) 
1 want full particulars on this new United Family Plan 
lam years old 


UNITED BENEFIT LIFE INSURANCE COMPANY ae 


A Bullion Dollar Life Insurance Company Avoaess___ 





Home Orvice: Owana, Nesnaska. Cananian Orvice: Tononto City. 
Seavice Orrices Tunoucnout rue Unrren Staves, Canapa ano Hawane Nomeca oF CHioren _ 





BE FARSIGHTED... 
home territory. 
Schools. . . 


GO UNITED. Yes, Go United.. 
You get invaluable training at one of the United New Man or Unit Manager’s 
training that helps you gain a footing in one of the country’s best paid sales organizations. 


.and latch onto a high-pay sales career in your own 


For free details on this opportunity, write UNITED OF OMAHA, Omaha, Nebraska, Department SP 1257 
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an editorial 


Premiums Next Year Will Exceed $30 Billion 


NSURANCE will prosper in 1958. Individual 
I carriers will prosper but not necessarily 
profit. Factors contributing to these results 
differ as between types of insurance written. 
Too much stress by life insurance carriers is 
placed on temporary protection policies. Too 
much stress is placed by other than life insur- 
ance carriers on _ providing comprehensive 
coverage at premiums inadequate and unjusti- 
fied by loss experience. 

The continuing and traditional demand by 
the American family for complete protection 
presently is being misinterpreted by some 
leading life underwriters by a concentration 
on the sale of term or temporary protection 
policies. Competition is forcing conservative 
companies into some of the same mistakes. 
Heaith insurance in these years of economic 
prosperity is being offered at prices and with 
contracts which will produce malingering if 
and when the inflationary spiral breaks. 

Old line stock and mutual property insur- 
ance carriers are providing an all inclusive 
protection under pressure of competition from 
specialty direct writing carriers. These types 
of policies, written without seasoned experi- 
ence, will continue in 1958 to produce adverse 
underwriting results and thereby bring serious 
problems in the foreseeable future. 

One-half a trillion dollars of life insurance 
will be in force in insurance companies at the 
end of 1958. This will equal $3,000 of life insur- 
ance protection for each man, woman and child 
in the United States. To attain this great sum, 
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new insurances totalling $100 billion will be 
written during the year. 

The assets of insurance companies will total 
at the end of the year 1958 $130 billion, of which 
$105 billion will be the assets of life insurance 
companies and $25 billion the assets of other 
than life companies. Policyholders’ surplus 
funds will reach $18 billion. These funds will 
supplement policy reserves of $100 billion, and 
make certain the fulfillment of every contract 
of insurance of whatever kind in force in the 
United States. 

Insurance premiums written by all companies 
during 1958 will be in excess of $30 billion. Of 
this volume, $13 billion will represent life insur- 
ance premiums and $17 billion will be other 
than life premiums. 

Both fire and casualty companies in 1957 
showed underwriting losses, due primarily to 
claims on inflated property values. The record in 
1958 will show improvement. The rate of infla- 
tion will be lower. Many state supervisory 
bodies will recognize the inadequacy of current 
rate structures, particularly in the automobile 
field, and allow rate increases. 

Competition in health insurance will yield to 
sound underwriting judgment and enable the 
companies to give comprehensive income pro- 
tection without suffering undue losses. 

Life insurance management will concentrate 
on demonstrating the economy and ultimate 
value to the insured of whole life insurance 
contracts and so reverse the present trend for 
term insurance. 


Mel: €ocllow 





spectator’s daily reports 


selected news items from industry and business of importance 





by Ray Stroupe 


Capitol Headlines 


Writing of private automobile insurance on Army posts is closely 
limited by a new regulation. It allows sales on posts only where 
it is difficult for servicemen to buy insurance from three or more 
nearby commercial sources. Insurance offered for on-post sale 
must be valid both on and off the installation. 


Industry advisory meetings are in progress on proposed govern- 
ment rules to carry out nuclear reactor indemnity laws. First of 
these Atomic Energy Commission conferences with spokesmen for 
public and private utilities firms took place on Dec. 2 in Washing- 
ton. Others were scheduled for Dec. 6, 9, and 10. 


Qualifying for civil service annuity takes five years of work, 
U. S. Civil Service Commission reminds new federal employees. 
Employees haven’t social security coverage during this time unless 
they qualified for it in a previous job. Military veterans in the past 
17 years have earned this coverage. 


Auto collision insurance sales by untrained persons invite 
trouble, National Assn. of Insurance Agents affirms. Sales by 
non-insurance agents, NAIA feels, were at the root of recorded 
overcharges in premiums. NAIA recently gave the Senate auto 
marketing subcommittee detailed data on overcharge refunds. 


State commissioners who took a direct hand in tracing over- 
charges for auto collision insurance have earned NAIA approval. 
Some of their efforts turned out better than did the insurers’ 
attempts to locate those overcharged. NAIA has compiled refund 
information from 45 states and the District of Columbia. 


Persons getting old-age assistance totalled 2,498,000 at the 
latest count, Social Security Administration reveals. It was the 
first time since 1948 that there had been fewer than 2.5 million. 
Persons added to the rolls are those not eligible for Old-Age and 
Survivors Insurance or having little or no private income. 


Robert Patrick, of Bankers Life, Des Moines, is one of six 
businessmen named to the Housing and Home Finance Agency 
executive reserve unit. He is financial vice president of Bankers 
Life. The executive reserve is intended to supply top-grade officials 
to federal agencies expanding in wartime. 


Personal injury actions make up a large part of the heavy back- 
log of civil cases in the federal courts. These suits have grown 
more than fourfold in the past 15 years, the U. S. courts disclose. 
Of 3,813 personal injury cases filed in the July-September quarter 
of 1957, 2,348 were auto accident suits. 


October 14—Executive Committee 

of the National Association of 
Life Companies went upon record 
urging Congress to extend the 
present Federal Income Tax Act 
for Life Companies for three more 
years and expressed opposition to 
any “total income approach” to 
life company Federal taxation as 
unrealistic. 

On another topic, Ellis Arnall 
(Coastal States, Atlanta), chair- 
man of the NALC Board, told the 
group, “Present proposals and 
present experiments in the field 
of variable contracts may not be 
the answer to the problems of life 
companies. However, some kind 
of variable annuity and endow- 
ment contracts must be devised, 
or the insurance industry will find 
itself out of its traditional field 
of saving-type contracts.” 


November 1— Dividends for all 

New England Life policies is- 
sued from now on will be graded 
according to the size of the policy, 
President O. Kelley Anderson an- 
nounced. 

“For new issues we are taking 
into account the lower acquisition 
and servicing cost per thousand 
on larger policies on all plans of 
insurance. Our solution makes use 
of a new concept of dividend pay- 
ments rather than a decrease in 
gross premiums,” Anderson stated. 
“We have come to the conclusion 
that the right answer for us is not 
to reduce the premiums for larger 
policies but to increase their divi- 
dends.” 

For policies issued under this 
new program, dividends will be 
graded according to the following 
four size-groups: below $2,000; 
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$2,000-$4,999; $5,000-$14,999; and 
$15,000 and over. A policy’s size- 
group is determined by the face 


by PAUL WOOTON 
Member, Chilton Editorial Board 


amount of the individual policy. 
On policies with Family Income 
or Level Term Riders attached, it 
is the face amount of the basic 
policy, excluding the amount of 
the rider. 

Asked if the company’s graded 
dividend program would be ap- 
plied retroactively, Anderson re- 
plied, “Policies already in force 
were sold on the understanding 
that each would share in the divi- 
dend distribution irrespective of 
its size. Dividends to policyhold- 
ers of record prior to November, 
1957, will not be graded, there- 
fore, but these policyholders will 
share equitably in the substan- 
tially increased dividend alloca- 
tion. 


NAIA at All-Time High 


November 1—Membership in the 

National Association of In- 
surance Agents reached an all 
time high when it climbed over 
the 33,000 member agencies mark, 
according to President Louie E. 
Woodbury, Jr. 

California Association regained 
the top spot in the NAIA at 2,756 
members after having been dis- 
placed by the Texas Association 
last month for the first time in 
many months. 

Texas is in second place with 
2,745 members, followed by New 
York with 2,165, Ohio with 1,738, 
Pennsylvania 1,634, New Jersey 
1,472, Illinois 1,167, Indiana 1,068, 
Michigan 1,042. 


November 7—Despite the increas- 
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ceptable to the 


committee 


dation of its 


would apply. That would 


pay for 1957. 





NDICATIONS are that the 

new Treasury formula for 
taxing life insurance is not ac- 
Ways and 
Means Committee. Instead the 
probably will ask 
the House to reenact the pres- 
ent Mills plan. The House like- 
ly will follow the recommen- 
committee. 
Chances favor similar action 
in the Senate. If the legislation 
should fail the old 1942 act 


crease by 50 per cent the tax 
the companies would have to 


WASHINGTON TRENDS 


Two new booklets for use by 
the armed forces are being pre- 
pared by life insurance com- 
panies. One deals with the 
choice of survivor options for 
annuities which must be made 
by career service men when 
they complete the designated 
years of service. The other 
booklet is for insurance ad- 
visers at all posts. Over 509, 
000 copies of “Buying Life In- 
surance” have been distributed 
to members of the services. 
The Defense Department has 
just requested an additional 
200,000 copies. 





ing number of older persons 
in the population, the number re- 
ceiving old-age assistance has 
dropped to the lowest point in 
nearly a decade, Charles I. Schott- 
land, Commissioner of Social Se- 
curity, reported. 
The latest tabulation shows that 
there were 2,498,000 older people 
on the public assistance rolls dur- 


ing August, the first time that the 
total has been below 2.5 million 
since 1948. 

Two and a half million persons 
65 years of age were added to the 
Nation’s population between Au- 
gust 1950 and August 1957. Dur- 
ing the same period the number of 
people receiving 


assis- 


old-age 
Continued on page 24 
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cial participation in the States’ 
public assistance programs. 
November 7— Presidents of two 

top-ranking life companies— 
Frederic W. Ecker, of Metropoli- 
tan Life, and Carrol M. Shanks, 
of Prudential—have been named 
among the nation’s fifty foremost 
business leaders as the outcome 
of a nationwide poll by Forbes 
Magazine. 


Daily Reports 


Continued from page 23 


tance declined by 307,000. 

Decline in the number of per- 
sons receiving old-age assistance 
reflects in part the number of 
aged people who instead receive 
benefits under the Federal old-age 
and survivors insurance program. 
Three out of four people reaching 
age 65 this year will be eligible 
for social security benefits. 


World Record? 


November 7—A new world record 
of 333 applications submitted 
An old person’s average assis- in one month is claimed by Deane 
tance check of $59.19 in August V. Woolpert, New England Life 
1957 was $3.90 higher than in Au- agent in Topeka, Kansas. 
gust 1956. In the past year, 25 Woolpert surpassed the previ- 
States increased their average ous high mark of 328 set in 1924 
monthly payments $4 or more; 12 by Frank M. See, C.L.U., retired 
States pay each old-age recipient general agent in St. Louis. 
between $3 and $3.99 more; 4 The Topeka rookie, who joined 
States have lowered their pay- the company last February, lost 
ments. Legislation in 1956 raised 18 pounds, dropping from 164 to 
the Federal Government’s finan- 146, during his extraordinary 





Milestones 


Fred S. James & Company, Chicago, will mark its 100th anniversary 
in 1958 with each of ten regional offices participating in special events. 
Company is planning to award a scholarship to a college or university 
as part of the centennial celebration. 

Harleysville Mutual, Harleysville, Pa., celebrated its 40th anniver- 
sary with a parade of antique automobiles, a Pennsylvania Dutch lunch- 
eon for employees and agents, and open house for the public on Octo- 
ber 7. 

American Foreign Insurance Association issued a special edition of 
its magazine, the “AFAI News,” to mark its 40th anniversary of world- 
wide operations. In brief articles, photos and maps, the issue featured 
the 69 countries and their industries served by the organization’s mem- 
ber companies. 

New York Life held its first annual dinner September 30 for mem- 
bers of the newly organized 25-Year Service Club. For home office em- 
ployees, the club numbers 1,271 members. Five members have been with 
New York Life more than 50 years. 

John Hancock Life held its annual dinner and admitted 28 new mem- 
bers to the Quarter Century Club for home office employees. Club in- 
cludes over 700 members. 

Manhattan Life has passed the one billion mark for insurance in 
force. In 1936, it had only $64 million, all ordinary, in force. Now 107 
years old, Manhattan Life reached its billion with 60% ordinary and 
40% group. 

Massachusetts Mutual Life’s group operation, launched in 1946, has 
passed one billion in force. 

Government Employees Life, founded in 1949, now has $100 million 
insurance in force. 

Colonial Life marked its 60th anniversary in October. Company has 
passed the $450 million for insurance in force. 


campaign. He reported that he 
worked seven days a week and 
fifteen hours a day, interviewed 
920 separate people and traveled 
more than 4,000 miles in his car, 
nearly all of it inside the Topeka 
city limits. 

Woolpert carried legal-sized 
pages on which was written, “I, 
the undersigned, do hereby agree 
to help Deane V. Woolpert break 
the world’s record for the most 
life insurance applications writ- 
ten in one month. The record is 
328.” Underneath were spaces for 
signatures and the amount each 
signer agreed to purchase. He 
says that more than one out of 
every three people he approached 
agreed to sign, and that more than 
95 per cent stood by their agree- 
ments. 

November 9—The greatest amount 
of insurance coverage ever 
devised has now been developed 
for nuclear energy installations. 
reports Hubert W. Yount, execu- 
tive vice president of Liberty Mu- 
tual. He says a total coverage of 
$125,000,000 is now provided. 

“The amount of third party lia- 
bility insurance made available is 
some three times greater than 
has ever been made available on 
any single industrial operation,” 
Yount said. Speaking as chair- 
man of the panel on “Insurance 
For Atomic Business” in a con- 
ference at Massachusetts Insti- 
tute of Technology, Yount stated 
that over 400 fire and casualty in- 
surance companies have organized 
three insurance pools with $65,- 
000,000 being made available for 
insurance against damage to the 
facility and $60,000,000 made 
available as third party liability 
coverage against damage to the 
persons and property of others. 
The American companies retain 
approximately two-thirds of this 
amount, Yount said, while about 
one-third is reinsured in foreign 
companies and syndicates all over 
the free world. 

Radically new policy contracts, 
Yount asserted, cover damage to 
the nuclear facility—an atomic 
power plant. Unprecedentedly 
broad, the policies protect against 
not only the usual perils of fire, 
explosion and related coverages, 
but machinery breakdown and 
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radioactive contamination of the 
insured property, he said. 

The third party liability policy 
—broadest written in American 
insurance history—is specifically 
prepared to tie in coverage with 
Federal indemnity legislation, ap- 
proved September 3. This makes 
available $500,000,000 of United 
States Federal indemnity to re- 
actor operators in excess of in- 
surance required under the Fed- 
eral Indemnity Act. 


November 12—Joe T. Parrett, in- 

surance manager for the Car- 
nation Company of Los Angeles, 
was elected president at the sixth 
annual meeting of the American 
Society of Insurance Management, 
Inc. 

Serving with Mr. Parrett are: 
H. Stanley Goodwin of McKesson 
& Robbins, Inc. (New York), as 
first vice president; W. Howard 
Clem of Schlumberger Well Sur- 
veying Corporation (Houston), as 
second vice president; George A. 
Mearns of Sunshine Biscuits, Inc. 
(New York), as treasurer; and 
Raymond V. Brady of The Chase 
Manhattan Bank of New York as 
secretary. 


Maher Heads LIAMA 


November 14—Frank B. Maher, 
president for John 
Hancock Life, was elected presi- 
dent of the Life Insurance Agency 
Management Association at the 
closing of the 
tion’s 40th annual meeting. 


vice 


session Associa- 

Four new members of the 
LIAMA board of directors, also 
elected at this meeting, 
Rufus E. Fort, Jr., vice president 
for National Life & Accident; Ben 
F. Hadley, vice president for Co- 
lumbus Mutual; Raymond C. 
Johnson, vice president for New 
York Life, and Glen J. Spahn, 
second vice president for Metro- 
politan Life. 


are: 


November 15—Merger of Western 
and Southern Life with Guar- 

Union Life has 
proved by policyholders, accord- 
ing to a joint statement by Presi- 
dent William C. Safford of West- 
ern and Southern and Ralph W. 


anty been ap- 
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U. S. Report Shows Effect of Asian Flu 
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Influenza and influenza-like diseases (which include the much-too-prevalent Asian flu) 
had quite a noticeable influence on the number of deaths in the United States this year, 


as the chart above shows. 


The solid line graphs total fatalities reported weekly from 


114 cities. The dotted line follows the median reports from the three previous years. 


The chart, from the Public Health Service's Morbidity and Mortality Weekly Report, 
brings data up to November 23. For the following week, to November 30, the solid lines 
show a decided dip to a point below the dotted line. 


"Incidence of influenza and mortality from influenza and pneumonia continues to 
decline," the November 30 report says, “in all parts of the country. The number of deaths 
from all causes in 114 large cities for the week ended November 30 was 10,214, and the 
deaths from influenza and pneumonia in 108 cities totaled 556. The number of deaths from 
all causes was 11,913 for the previous week, and for influenza and pneumonia the number 


was 693." 


Discussing the proportion of influenza and pneumonia deaths, the report said they were 
less than 3 per cent of all fatalities in the months of September, October and November 
1954. For September 1957 the percentage was between 2.6 and 2.9 of all deaths. ‘In 
October," the report continues, “the proportion of influenza and pneumonia deaths rose 


each week and reached 7 per cent for the week ended November 9. . . 


. The 7 per 


cent is in marked contrast with the proportions in 1918 when 50 to 80 per cent of all deaths 
in a number of cities was due to influenza and pneumonia at the height of the epidemic.” 





Smith, Sr., president of Guaranty 
Union. 

“The addition of Guaranty 
Union to the Western and South- 
ern family will make our company 
a coast-to-coast organization rank- 
ing 19th in size and with assets 
of approximately $820 million,” 
Safford said. “This merger pro- 
vides a nucleus for Western and 
Southern’s Western Division, 
which will expand operations to 
include the 11 ° Western states, 
Alaska and Hawaii.” 

After several years of negotia- 
tions in the South and West, West- 
ern and Southern this year ac- 
cumulated acquisitions of: Life of 
Missouri, St. Louis; Imperial Life 
of Asheville (N. C.), and Texas 
Prudential of Galveston. 

Formal approval by Ohio and 
California insurance departments 


—to finalize the merger with Guar- 
anty Union—is expected shortly, 
Safford concluded. 


November 19—Awards were pre- 

sented to eight outstanding 
students enrolled in the Insurance 
Institute of America’s educational 
program by W. Irving Plitt, presi- 
dent of the Institute at the IIA’s 
annual luncheon. 

At the meeting, the Final Cer- 
tificate of the ITA was awarded 
by Dr. Harry J. Loman, executive 
vice-president of the Institute, to 
287 persons from all parts of the 
United States who completed the 
requirements during the 
1957. 

Dr. Loman called attention to 
the growth of the IIA’s revised 
educational program. He said that 

Continued on page 26 
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for the four years the revised pro- 
gram has been in operation 7376 
examinations have been taken and 
a total of 954 persons have com- 
pleted all examinations success- 
fully and have been awarded the 
Final Certificate. In the last series 
of examinations in May of 1957, 
there were 78 examination cen- 
ters in 29 states. 


November 21 — American Life 

Convention and Life Insur- 
ance Association of America have 
formally presented to U. S. Treas- 
ury Secretary Anderson a state- 
ment urging his department to 
support an extension by Congress 
of the Mills Law to cover the tax 
year 1957. 

A joint bulletin explains the 
Mills Law should be extended be- 
cause reapplying the 1942 life 
company tax formula would so 
drastically change both the basis 
and incidence of Federal income 
tax on individual companies that 
it would be tantamount to enact- 
ing an entirely new law. 

“The 1942 formula, if applied 
to tax year 1957, would not only 
produce an increase of approxi- 
mately 50% in the total tax bur- 
den of the life insurance business, 
but would cause this increase to 
fall unevenly on the companies,” 
the associations’ letter to the Sec- 
retary continues. “This is due to 
the fact that the Mills Law con- 
tains a new method for the taxa- 
tion of cancellable accident and 
health insurance. A reversion to 
the 1942 formula would abandon 
this new method. Under the 1942 
formula companies would pay less 
tax on their accident and health 
The principal burden 
of the increase would fall on life 
insurance,” the letter says. 


business. 


November 21—Can you insure a 
burglar? The following item 
from a London insurance journal 
The Policyholder shows how the 
question was answered in En- 
gland. 
“Mr. 


(‘Stopper’) Corke 
posed a new kind of problem to 


Harry 
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the Ministry of National Insur- 
ance when they tried to get him 
to pay contribution as a non-em- 
ployed person. 

“*T don’t need these cards,’ he 
wrote. ‘I haven’t worked for 14 
months. I get my living thieving.’ 
He claimed that his income from 
this source was £2,000 a year. 

“In the North London Court 
where he was later summoned for 
failing to pay his national insur- 
ance contribution as a non-em- 
ployed person a police witness 
supplied ample evidence in sup- 
port of the defendant’s plea; he 
had had 23 convictions for crime 
and spent 15 years in prison. The 
magistrate, Mr. Frank Milton, af- 
ter commenting that the defense 
was a novel one, conceded that 
thieving was not an insurable em- 
ployment. 


Plus Overtime 


“In his view, however, that put 
the defendant in the same cate- 
gory as all other non-employed 
persons — namely, people who 
might have private means or live 
by gambling; and he fined him £2 
and ordered him to pay £16 5s. 
arrears of contribution. It may 
be surmised that in order to meet 
these additional items in his 
budget, Mr. Corke will now have 
to put in a little overtime in his 
uninsurable occupation. 

“There is a moral of sorts in 
this immoral story. Not even the 
engaging frankness of a character 
like Mr. Corke would beguile an 
insurance company into trying to 
get him to take out a policy. On 
the other hand, the State insists 
that even the uninsurable person 
must be insured like everyone 
else. Rather ruefully, we salute 
Mr. Corke for reminding us of the 
survival of a few oddities who will 
obstinately refuse to shelter under 
the Welfare Umbrella, however 
wide we make it!” 


November 24—National Bureau of 
Casualty Underwriters. will 
take the necessary steps to obtain 
a prompt court review of the ac- 
tion of the New York State Super- 
intendent of Insurance in disap- 
proving its filing for increased au- 
tomobile liability insurance rates. 
On October 15, 1957, the Bu- 





Providence Washington has 
merged with its subsidiary, 
Providence Washington Indem- 
nity. No changes in personnel 
are planned. 

American Title and Insurance, 
Miami, Florida, has turned over 
its fire and casualty business to 
its subsidiary, Reliable, Dayton, 
Ohio, and the American Equity 
group. Step was taken because 
some states will not license a 
company for title insurance, 
along with fire and casualty. 

Union Labor Life, New York, has 
acquired all assets of American 
Standard Life of Washington, 
D. C. The merger was made last 
month, and operations are now 
centered in Union Labor Life’s 
home office. 

Selected Risks Insurance is the 
new name for Selected Risks In- 
demnity and Selected Risks Fire 
of Branchville, N. J. Operations 
are being merged as of Decem- 
ber 31, 1957. 

Carolina Casualty, Carolina Home 
Life and Insurance of the South 
have merged operations into a 
single group. Total assets are 
about $8 million. Companies will 
remain at Burlington, N. C., and 
Jacksonville, Fla. 

Piedmont Life, Atlanta, Georgia, 
has taken over the business and 
some of the personnel of the 
U.S. Guaranty Life of Augusta. 
In 1956 Piedmont Life absorbed 
the Piedmont Corporation of 
Delaware. 

Richland-Knox Mutual, Mansfield, 
Ohio, has reinsured all business 
of the Mansfield Mutual Fire. 
Combined assets are now ap- 
proximately $2.3 million. 

Countryside Casualty is a new 
company formed at Columbia, 
Missouri. It has been authorized 
to issue up to 400,000 shares of 
$1 par value stock. 

Investors Syndicate Life and An- 
nuity has obtained its Minnesota 
license and begun operations in 
Minneapolis. Company was or- 
ganized recently by Investors 
Diversified Services, Inc. 

Pacific National has assumed all 
in-force agency business of 
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Company News Corner 


Southwest General of Dallas, 
Texas. All future operations will 
be assumed by Pacific National. 
The combined operation will be 
handled through the Dallas of- 
fices. 

Valley Forge Mutual, a Pennsy!]- 
yania fire company, has been dis- 
solved and Commissioner Smith 
is liquidating its business. All 
claims must be filed before July 
1, 1958. 

Preferred Accident of New York, 
in process of liquidation, will 
pay an additional dividend of 10 
per cent to creditors. This, plus 
previous dividends, makes a 
total of 95 per cent paid on al- 
lowed claims to date. 

Health Insurance Association of 
America has added Prudential, 
Newark, N. J., and United Com- 
mercial Travelers, Columbus, 
Ohio, to its membership. 

National Association of Indepen- 
dent Insurers has added as 
members: Employers Reinsur- 
ance, Kansas City; Kentucky 
Insurance, Louisville; State 
Automobile Mutual, Columbus, 
and Pioneer Mutual, Hillsboro, 
Oregon. 

Life Insurance Association of 
America has elected to member- 
ship the Liberty Life of Green- 
ville, South Carolina, and Wash- 
ington National, Evanston, Illi- 
nois. 

American Foreign Insurance Asso- 
ciation has opened a_ branch 
office in Launceston, Tasmania, 
off Australia. D. K. Knowles has 
been named manager there for 
Hartford Fire. 


Brown, Crosby & Company has 
taken on as associates the firms 
of Brill, Sanders & Company, 
and Peter J. Mundorff Company, 
all brokerage organizations in 
New York City. 

General Appraisal Company has 
acquired the Appraisal Engi- 
neering Service, Spokane, Wash- 
ington. Operations will be com- 
bined and enlarged in Spokane. 

Republic National, Dallas, Texas, 
has been licensed in Idaho and 
Montana. Company operates in 
36 states and Hawaii. 

Manufacturers Life, Canada, has 
been licensed in Maine and New 
Hampshire. Company operates 
in 25 states, D. C., Hawaii, and 
Alaska. 

Allstate Life has been licensed in 
New York. Company was orga- 
nized in February, 1957, as a 
subsidiary of Allstate Insurance, 
and began operations in Illinois. 

All America. Life & Casualty of 
Chicago has been licensed in 
West Virginia, Washington and 
Wyoming. Company now oper- 
ates in 23 states. 

Crown Life of Toronto, Canada, 
has been licensed in Illinois. 
Company now operates in 41 
U. S. states, as well as Canada, 
United Kingdom, and Carrib- 
bean countries. 

Provident Mutual Life, Philadel- 
phia, has been licensed in Mon- 
tana, and Nevada. 

Manufacturers Life, Canada, has 


been authorized to do business 
in Alaska. 


DIVIDENDS 


Company 


Amount 
per Share 


Payable 


Quarterly 


Combined of America 
Fireman’s Fund 

Glens Falls. . 

Jefferson Standard Life 
Old Republic Life 
Southwestern Investment 
Traders & General 


Southwestern Investment $.0214 


Dec. 10 
Dec. 13 
Jan. 
Nov. 
Nov. 
Dec. 


Extra 


Other 


California Life 


National Union Fire 
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$.60 (Class A $5 par) 
.12 ($1 par common 
.50 


reau, on behalf of its 148 member 
and subscriber companies, made a 
filing with the Superintendent of 
Insurance proposing an average 
statewide increase for bodily in- 
jury and property damage liabil- 
ity combined of 9.5 per cent for 
private passenger cars and of 5.9 
per cent for commercial cars, Wil- 
liam Leslie NBCU general man- 
ager stated. The Superintendent 
of Insurance disapproved the fil- 
ing on November 12. 

“This is the first time in all of 
its years of operation that the 
Bureau has found it necessary in 
New York to seek assistance from 
the courts to obtain adequate 
rates,” Mr. Leslie stated. “But the 
situation presently confronting 
the companies is so serious that 
every possible source of relief 
must be pursued. 

“In 1956 Bureau member and 
subscriber companies suffered an 
underwriting loss of approximate- 
ly $21,500,000 on their New York 
State automobile liability insur- 
ance Conditions have 
grown worse in 1957 due to a con- 
tinuation of rising claim costs and 
high claim frequency. Current in- 
dications point to an underwriting 
loss for the year 1957 that will be 
far greater than that for 1956.” 

Continued on page 52 
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And in the Future 


Dec. 2-6—National Association of Insur- 
ance Commissioners, Commodore Hotel, 
New York. 

Dec. 6—Annual meeting, Association of 
Casualty Accountants and Statisticians, 
Hotel Statler, New York. 

Dec. 6-7—Oil and Gas Operations—Gulf 
of Mexico Offshore Institute, auspices 
University of Texas Law School, Houston, 
Texas. 

Dec. 9-10—Association of Life Insurance 
Counsel, Plaza Hotel, New York. 

Dec. 10—Annual meeting, Institute of Life 
Insurance, Waldorf-Astoria, New York. 
Dec. 11-12—Annual meeting, Life Insurance 
Association of America, Waldorf-Astoria, 

Hotel, New York. 

Dec. 12—Annual meeting, The Self-Insurers 

Association, Biltmore Hotel, New York. 


1958 


Mar. 17-19—Agency Management Confer- 
ence, LIAMA, Edgewater Beach Hotel, 
Chicago. 

May 18-June 13—Fourth seminar, School 
of Insurance Administration, Lake Placid 
Club, Lake Placid, New York. 

June I1-14—8th annual convention, Na- 
tional Association of Public Insurance 
Adjusters, Hotel Traymore, Atlantic City. 

Sept. 22-24—Annual conference, Life Office 
Management Association, Chalfonte-Had- 
don Hall, Atlantic City. 





Lets Give the Agents 
MoreResponsibilities 


By Victor T. Ehre 
President 


Buffalo Insurance Company 


ee the Buffalo decided to 


enter the casualty field, it wanted 
the answers to a lot of questions. 
It decided to get those answers by 
means of a searching questionnaire 
to existing and prospective agents. 

With so much emphasis upon the 
competition of independent rate fil- 
ings, direct writing and captive 
agents, one of the first questions 
in the survey necessarily had to do 
with price. Eighty per cent of the 
agents said that they needed a com- 
petitive price factor in order to 
compete successfully with specialty 
companies. They didn’t say they 
needed the same price, but a com- 
petitive one. 

We then tried to define a “com- 
petitive price” and learned that 
74.4 per cent of all agents com- 
pleting the questionnaire felt that 
they could compete successfully if 
the price advantage of the captive 
agent or direct writer was 10 per 
cent or less. 

In the simplest possible terms, 
we then conceded that there were 
two fundamental courses by which 
we could enter the casualty busi- 
ness and hope to achieve competi- 
tive pricing of the product. 

1. We could take the low road. 
We could follow the course adopted 
by the direct writers and their 
imitators. Thereby we would sub- 
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scribe to the handwritten initial 
policy, file a continuous policy form, 
set up a direct billing procedure 
and adopt all possible measures 
which would bypass the servicing 
responsibility of the agent and re- 
strict him to his sales responsibil- 
ity. In short, that course would 
take functions away from _ the 
agent, reduce his commissions pro- 
portionately and pass that savings 
on to the policyholder. 


High Road 


2. Then there is the “High 
Road.”” The results of our survey 
and what our agents backed up 
with premium volume commit- 
ments persuaded us to take another 
course, which we have called “The 
Buffalo Plan.” That is, “To estab- 
lish our facilities on the platform 
of service; To transfer to the agent 
as many functions and responsibili- 
ties as the agent could or would 
accept; To give him every opportu- 
nity to justify and merit full and 
adequate commissions. If the 
agent’s performance of these func- 
tions produces savings to the com- 
pany, to pass those savings on to 
the policyholder.” 

While it may be argued that 
there may be some small cost ad- 
vantage in mass processing by the 


company of underwriting, collec- 
tions and claims, the final cost to 
the public will be about the same 
whether the services are performed 
by the agent or by the company— 
providing duplication of effort and 
responsibility are eliminated. 

Next we made an extensive and 
careful study of all services, func- 
tions and responsibilities of ex- 
pense which were borne by the com- 
pany, the agent or both. Our ob- 
jective was to determine which of 
them could be ceded to the agent so 
as to produce a net savings in the 
cost of the national product. 


More Prestige 

1. Policy Writing. We asked this 
question: “In the interest of speed, 
accuracy and economy should the 
agent assume more policy writing 
duties?” Seventy nine per cent of 
the agents realized that as an 
agency convenience and economy it 
is advantageous to type up one of 
the new carbonized, simplified pol- 
icies. Then, too, they recognized 
that the ability to write policies 
and make immediate delivery adds 
stature and prestige. 

Our fire agents were all tradi- 
tionally policywriting agents. Not 
so with the casualty business. Our 
problem was to get them to write 
the basic casualty policies. At this 
moment 77 per cent of our casualty 
agents have accepted auto policy 
writing responsibility, 25 per cent 
of the agents also wanted to write 
their comprehensive personal liabil- 
ity policies and about 10 per cent 
of the agents started writing bur- 
glary and plate glass too. 

That doesn’t mean it’s been easy. 
Many of the agents were unfamil- 
iar with casualty policywriting pro- 
cedures and forms. We often 
thought we might have been better 
off to have written all of the poli- 
cies in our company offices from the 
beginning, because certainly agency 
policywriting has had its share of 
errors. However, the performance 
is improving. And as our educa- 
tional processes go on, we have high 
hopes that policywriting by the 
agent is going to work out in the 
best interests of all concerned. 

2. Claims. We asked our agents 
whether they should accept more 
loss settlement authority. Eighty 
four per cent of the agents said 
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that on small, first party claims it 
is far less costly for them to han- 
dle the proof of loss and make out 
a draft than it is for them to trans- 
mit the details to the company by 
correspondence and maintain an 
open file until the matter is con- 
cluded. They recognized that the 
public is greatly impressed by the 
agent who can draw a settlement 
draft for the companies and settle 
the smal] claim on the spot. Those 
agents who enjoy contingent com- 
mission contracts were particularly 
happy with the close control and 
supervision it would give them over 
the small losses. 

After a great deal of research 
and study, we developed our En- 
velope Draft System. It applies to 
fire, extended coverage, homeown- 
ers, inland marine, comprehensive 
dwelling, auto physical damage, 
burglary and plate glass claims. 
The Envelope Draft System elimi- 
nates the necessity of preparing a 
notice of loss. It has an abbreviated 
report of loss on the reverse side of 
the envelope, which furnishes just 
enough information to verify cov- 
erage. On eligible claims thereby 
the agent can dispose of the mat- 
ter “on the spot” with a minimum 
of detail and considerable local 
prestige. 


Big Saving 


From the company’s viewpoint, 
the saving is considerable. It en- 
courages the agent to settle rather 
than to assign losses. It becomes 
unnecessary for the claim depart- 
ment to create a file, index cards or 
diary cards, because the envelope 
itself becomes the claim file. After 
the draft has been paid, coding is 
placed directly upon the face of the 
draft for tabulation and statistical 
purposes. We feel that the com- 
pany’s clerical saving alone is 
about $4.00 per claim. 

As for the reception of the pro- 
gram, the drafts have been enthu- 
siastically received by 80 per cent 
of the agents under our direct su- 
pervision. 

We first started to use envelope 
drafts in April, 1956. Since then 
the volume of use has been increas- 
ing monthly. If this volume of use 
continues to grow at its present 
pace we figure that 45 per cent of 
our total first party claims will be 
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handled by the agent with the En- 
velope Draft. 

3. Underwriting. We asked 
whether “more underwriting and 
inspection control should be vested 
in the agent.” Seventy six per cent 
said “Yes” and our evaluation of 
the answers is not only that the 
agents were willing to accept more 
underwriting responsibility but 
that they were able to do so. 

Here is one spot where the “Buf- 
falo Plan” has bogged down. Our 
faith in the underwriting con- 
sciousness of the average indepen- 
dent agent has been somewhat 
weakened. Let me show you what I 
mean: 


(1) An important volume of our 
new automobile business has been 
coming through with unrealistic 
limits of liability. All too often 


Mr. Ehre, in a talk entitled "The High 
Road," has been speaking to various groups 
about the "Buffalo Plan." The latest 
occasion on which this article is based, was 
before the Connecticut Association of 
Insurance Agents in Hartford. 


people of substance are being re- 
newed year after year with mini- 
mum limits while people of very 
modest means are frequently given 
excessive limits. 

(2) We have told our agents in 
advance of appointment that we 
want them to do a real agency un- 
derwriting job. We are testing a 
plan which is in the interest of 
agency ranks. In spite of such 
worthy objectives a great many 
submittals would indicate that some 
of the agents are trying us on for 
size. To some extent they are tak- 
ing advantage of our faith and con- 
fidence by seeing how far they can 
go with our broad underwriting 
aims. Our confidence has been 


somewhat damaged by the fact that 
some of the agents consider an im- 
mediate placing problem of greater 
importance than the stability of 
their markets. 


Can't Brag 


(3) Last year hung up all sorts 
of records in the insurance indus- 
try but they weren’t the kind of 
records we like to brag about. 
Among those new marks were a 
record for fire frequency and a rec- 
ord for total volume of fire losses in 
dollars. Company executives are 
generally alarmed about the in- 
creasing fire losses in both size and 
frequency but more important than 
either of these, they hold our fail- 
ure to get insurance commensurate 
with today’s values and replacement 
costs. It is believed that more than 
any single factor, the greatest con- 
tribution to a satisfactory 1957 ex- 
perience in the fire classes would 
be an adequate proportion of in- 
surance to value. 

All of this means that we are not 
acting in the public’s interest when 
we do not maintain the policyhold- 
er’s insurance protection in line 
with true exposure. This certainly 
doesn’t represent the service we 
talk about when we are competing 
with direct writers and captive 
agents. Many insureds continue to 
run the risk of serious economic 
loss from underinsurance without 
anyone assuming the responsibility 
for avoiding it. In a very real sense 
it represents an indictment of 
agency service and agency under- 
writing competence because where 
else do you get insurance to value 
except at the source of the busi- 
ness ? 

While these experiences have re- 
tarded our transfer of greater un- 
derwriting authority and responsi- 
bility to our agents we are not dis- 
couraged. We shall continue to 
work toward that objective. 

In practical fact, all companies 
hold the agents responsible for 
their end results. Regardless of 
how much a company underwrites 
the business in the home office or in 
the branch office, the truth of the 
matter is that the representation 
will continue only on the basis of 
satisfactory underwriting results. 
If companies retain or terminate 

Continued on page 63 
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By 
ERNEST W. FAIR 


Why Am | So Tired ? 


Don't blame "that tired feeling" on your age. The writer lists a 


dozen check-points which can rob an executive of his efficiency. 


I MUST be getting old for 
sure,” an executive friend told us 
the other day. “Just about two 
out of three days I never seem to 
get going—I have that tired feel- 
ing all the time!” 

He was very right. He was 
getting older; who isn’t? But age, 
in his case and others, seldom is 
the real reason for that “tired 
feeling” which defeats many com- 
pany executives in their day’s 
work. 

But other successful executives 
have attained their positions be- 
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cause they learned how to do 
away with those “tired feeling” 
periods. They found this theft 
of their efficiency had to be com- 
batted, and they did something 
about it. 

What these men did to conquer 
their own problem, any other 
reader can pursue with equal suc- 
Here’s a list of the things 
in connection with the executive’s 
average day which build up such 
“tired feeling” blues. 

Avoid cramped or restricted 
positions. Few executives should 


cess. 


under such 
guaranteed 


have to work situa- 
tions, which to 
drain energy and encourage fa- 
tigue. Most common causes, poor 
desk and chair layout, are just 
the wrong kind of working equip- 
ment for that particular individ- 
ual. Check on set-ups used by 
other executives, on those dis- 
played in dealer’s show rooms and 
find one which feels free and 
easy. Too often executives accept 
layouts inherited from predeces- 
sors or furnished them by the 
firm, or simply what is handy. 


are 
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Be sure you have a chair de- 
signed for your physical build. 
The average executive spends a 
good part of each working day 
in his office chair whether he 
wants to or not. Maybe it’s too 
small, maybe too large, maybe it 
needs arms, or the arms it has 
should be removed. Any one of 
these, as well as other factors, 
should be checked carefully. 

Clothes and shoes—they are 
often the villains bringing on that 
“tired feeling.” Following fash- 
ions for younger men — hiding 
the spread that comes with in- 
creased years—and other proce- 
dures make it rough on many an 
executive. Shoes that fit too tight 
are tops in this department. The 
misery they create can give fa- 
tigue to every part of the body. 
This sort of discomfort guaran- 
tees regular visits of that “tired 
feeling.” 


Air in Motion 

Check on the office air. We give 
a lot of attention to air condition- 
ing and heating in offices and even 
to air freshening. All of these are 
important but there is another 
factor which has been proven by 
many studies to be even more im- 
portant. That is the comfort and 
relaxation that comes from air 
circulation. Making certain that 
the air in one’s office is kept in 
motion is more important than 
air conditioning itself. 

Eyes are sure “tired feeling” 
inducers—and the misuse of their 
eyes by executives brings it on 
even more effectively than try- 
ing to work without proper eye 
glasses. Good illumination of the 
whole visual field where an execu- 
tive works is as important as good 
light on a limited desk _ spot. 
Watch closely the intensity of the 
light in the office. And of course, 
if you need glasses, by all’ means 
get them. 

Keep a close watch on personal 
emotions. Emotional problems 
connected with one’s home life 
or outside activities can all lead 
to that “tired feeling” on the job. 
When we carry them over into 
our work, we are sure to acquire 
more trouble. It’s one of the tough 
things to learn how to do, but it 
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pays dividends when we learn to 
leave these emotional problems 
outside the office. 

Take those rest periods. A lot 
of executives pride themselves on 
never taking time out during the 
day. They scoff at the staff’s 
“coffee breaks.” Employees need 
those rest periods no matter under 
which guise they are taken. So 
do executives. Not only does he 
need such a physical rest period 
but a mental one as well. Such 
periods can well be taken with 
members of the staff or complete 
outsiders from the business. Then 
we seldom have the temptation to 
carry business problems over into 
such rest periods. 

Pace yourself during the day, 
every day. Each of us has a phy- 
sical and nervous system geared 
to work best at a certain pace. 
When we finish a business day 
feeling that we could go on for 
several hours more, we’ve gone 
through a well paced day. Look 
back on the program of each such 
day, for it’s certain to have been 
an ideal one insofar as you are 
Plan and program 
your other business days accord- 


concerned. 


ingly, and those “tired feeling” 
occasions will become scarce. 


First, Take it Easy 


Set up a “warm up” period each 
start 
would 


just before you 
executive 


morning 
each day. No 
think of racing his personal car 
at 80 miles an hour immediately 
after pressing the starter button. 
Yet many do the same thing with 
themselves. They start out each 
business day with a terrific rush. 
Things will go much more 
smoothly all through that day 
when we use a “warm up” for 
Take things easy for 
the first fifteen minutes or half 
hour. 


ourselves. 


Figure out your best periods 
during the day. Experience will 
make them readily apparent. 
Those are the periods for dealing 
with the toughest work assign- 
ments, for handling those big 
problems and hard chores. Execu- 
tives who do this find they can 
handle not only their own job 
much more effectively but also 
feel more fit during the last 


couple of hours each day; the 
very periods when that “tired 
feeling” practically had them out 
for the count before. 

Don’t try to do everything. 
There are other people on the 
staff too. Invariably the man who 
constantly complains of that 
“tired feeling’ is the individual 
who believes he must handle 
every chore or believes that none 
of his co-workers have the ability 
to solve the simplest problem. 

Watch that personal 
nance. It’s just as important as 
any other type of maintenance we 
practice so faithfully in our busi- 
Guard health. 
when you know 
right and 


mainte- 


ness lives. your 
See a 
everything isn’t just 
don’t take chances. 
maintenance has long been proven 
a solid policy in business. Pre- 
ventive personal maintenance is 
equally important for any execu- 


doctor 


Preventive 


tive. 
Eat Right 


Feed the “old boiler 
fuel. If our car motor must have 
a high octane gas to run properly, 
we won’t pour kerosene in the 
tank and expect it to do the job. 
Many an executive does just that 
in his personal eating habits. The 
wrong foods, too little or too much 
of even the right foods and drink 

all can give us a first class 
“tired feeling” so regularly we 
begin to think it a natural thing 
within our system. 

Watch outside 
each year is added to one’s age 
the amount of rest and sleep one 
needs grows accordingly. When 
the man of 50 tries to live at the 
pace he followed when 30, he is 
certain to have that “tired feel- 
ing” all through his business day. 
It often takes a lot of discipline 
on one’s part. Consultation with 
one’s family doctor will bear out 
the limitations to be followed. 


2 


the right 


activities. As 


Continuing to attempt to per- 
form one’s daily business tasks 
under the handicap of that “tired 
feeling” is as needless as if we 
carried a ball and chain around 
one foot all day long. Usually the 
way to overcome that handicap 
can be found in one of the simple 
steps outlined above. 





Our Increasing Needs 


By DONALD B. WOODWARD 
Chairman, Finance Committee 
Piedmont Life Insurance Company 
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1. Families represent a major portion of our 
obligations for future money. There are over 
40 million married women in United States, 
nearly twice the number for 1920. Every parent 
of a child under 20 is obligated to care for 
that child to maturity. With over 60 million 
persons under 20 now, estimates say this figure 
will increase by 40 per cent in the next 20 
years. 


3. One of our largest future increases will be 
the number of young people enrolled in col- 
leges and universities. Enrollment is three times 
what it was 30 years ago. Twenty years from 
now there will be another three-fold increase. 
And the expense of each student's time there 
will multiply this obligation. 


2. These families will need more money in the future. 
Living standards continue to rise. The standard in 1925 
would not have included a car, TV set, vacuum cleaner, 
or a washing machine. Our consumer expenditures per 
capita will have to grow. We provide $1,530 for each 
person to spend now. But we estimate that by 1975 
each person wil! be spending about 50 per cent more, 


or $2,270. 


4. But more specific commitments for future money are 
in our mortgages and installment plans. Right now more 
than $88 billion will be needed to take care of home 
mortgages alone. Add to this the $40 billion we must 
pay on installments for autos, dishwashers, washing 
machines. Both these amounts represent future obliga- 
tions which will surely increase rather than decrease in 
the years ahead. 
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T the recent Life Insurance 

Agency Management Associa- 
tion annual meeting in Chicago, 
Mr. Woodward presented a brief 
booklet of charts and statistics, 
entitled ‘““Needs of Americans for 
Future Money Are Rising.” Be- 
cause the booklet focused atten- 


\\ V7 
Or Future Money tion sharply on the expanding 








market for insurance, we present 
here, with Mr. Woodward’s per- 
mission, a few of his charts and 
statistics. 








BECAUSE MORE PERSONS 
WILL REACH RETIREMENT AGE 
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5. These future obligations must include provisions for 
retirements. More and more people each year are 
reaching retirement age. At the same time, life ex- 
pectancy at the older ages is rising and might rise more 
rapidly if medical science finds ways to reduce fatalities 
from cancer, cardiovascular ailments and accidents—the 
three great killers of the aged. 


7. But throughout all of these family lives, accidents 
represent an increasing financial hazard. Every indi- 
vidual has a probable need for future money to pay 
for one or more accidents. With rising costs this financial 
hazard is a serious one. Safety organizations have been 
able to restrain the rise in accidents, But still accidents 
represent an obligation on our future money we cannot 
ignore. 
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BECAUSE WIDOWHOOD 
IS LONGER 


AGE 35 - REMAINING YEARS 








6. Needs of widows represent a very real obligation on 
our future money. Here again life expectancy is rising 
for these women. Adding just one year to a life makes a 
significant increase in the amount of future money 
needed for living expenses. The rise in life expectancy 
of women means a lengthening of the time when future 
money will be most urgently needed. 


8. The final cost for every individual—death and its 
medical expenses—must be included in all our current 
budgets. Here again we can expect a rise in the future 
money needed. Only the life insurance mechanism has 
the capacity and the possibility to provide, for this and 
the other needs we've listed, future money—a stated 
amount of funds at any time in the future, even if that 
time is tomorrow. 
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TO COVER GROWING COSTS 
OF MEDICAL CARE AND DEATH 
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Credit Insurance 


Q. What companies write this 
coverage? 

A. There are only two compa- 
nies now underwriting this type 
of risk in the United States, the 
American Credit Indemnity Com- 
pany of New York and the Lon- 
don Guarantee and Accident 
Company, Ltd., New York. This 
resume covers policies issued by 
the former. 


Q. How is it written? 
A. As a separate policy. 


Coverage 

Q. What coverage does this pol- 
icy afford? 

A. This policy indemnifies 
against losses due to the insol- 
vency of debtors, or delinquent ac- 
counts, where the loss consists of 
an unpaid purchase price of the 
assured’s bonafide sales of mer- 
chandise shipped during the pol- 
icy term. This merchandise must 
have been delivered to firms in 
the United States, Alaska, Hawaii, 
and it is intended that under this 
form the Assured’s accounts re- 
ceivable are covered. 
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Conditions 

Q. How is insolvency defined in 
the policy? 

A. A sole debtor is considered 
insolvent under the terms of this 
policy if he dies or goes insane. 
An account is considered insol- 
vent if it absconds or sells its 
stock in trade under the Bulk 
Sales Act. Moreover, a debtor 
firm is considered insolvent under 
the terms of this policy if a peti- 
tion is filed, if a receiver is ap- 
pointed or if the business has 
been sold under a writ of attach- 
ment filed against it. Offers of 
general compromise to all credi- 
tors on the part of a debtor to 
settle for less than its indebted- 
ness come under this definition. 

Taking possession under a chat- 
tel mortgage given by a debtor on 
its stock in trade, taking posses- 
sion under an assignment or a 
deed of trust made by a debtor, 
involuntary proceedings for the 
relief of a debtor under chapter 
10 or 11 in a bankruptcy court are 
all forms of insolvency under the 
terms of this policy. 

If a majority of his creditors 
have appointed a committee to 


assign or take over the business, 
the debtor is considered insol- 
vent. 


Q. Are there any other condi- 
tions pertinent to insolvency? 

A. Yes. When an account is 
not more than 90 days past due, 
the amount owing is treated as a 
loss under the policy. The insurance 
company pays the amount specified 
in the policy when the claim is filed 
by the assured. 


Collections and Service Charges 

Q. Are there any services of- 
fered with this coverage? 

A. Yes, loss prevention; if the 
insurer collects amounts due the 
assured within fifteen days after 
receipt of claim there is no 
charge. Claims not falling within 
this period are charged 9 per cent 
of the first $500, 7% per cent on 
the excess of $500 to $1,000, 5 
per cent on the excess of $1,000. 
Minimum charge $7.50 except on 
collections under $15, charge to 
be 50 per cent. 


Q. What are the limits? 

A. Maximum limits based upon 
the financial worth and general 
credit standing of the debtor 
companies as determined by mer- 
cantile agencies. 


Q. Are there any riders or en- 
dorsements? 

A. Yes. Policies are tailor-made 
and riders may be attached to 
take care of specific needs. 


Adjustment of Claims 

Q. How and when are adjust- 
ments made? 

A. The insuring company guar- 
antees that the adjustment of the 
loss will be made within a 60-day 
period after receipt of the final 
claim. 


Q. How are net losses deter- 
mined for adjustment under the 
terms of this policy? 

A. To determine the amount of 
the net loss, subtract from the 
gross loss: 

a. all accounts collected 

the debtor, 

b. the invoiced price of goods 

returned, 
Continued on page 43 
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Recent Developments of Major Significance 


. Within recent weeks, we have installed over 1,000 four-volume R & R Advanced 
Underwriting Services for just one great life insurance company alone. Thou- 
sands upon thousands of life underwriters and agencies have come to recognize 
the “Advanced Underwriting Service” as foremost in the field of continuing 
services on Business Insurance Estate Planning, etc. 


. Last month alone over 2,700 agents of another great life insurance company 
were enrolled simultaneously in R & R’s widely-used intermediate training 
“Career Course.” Agents, agencies and home offices all over the country liter- 


ally love this income-increasing course! 


. More and more companies are making the “R & R Monthly Management Plans 


» sasinoy Buluipsy + sardiasas - 


Service” standard installation for every general agent or manager. Thousands 
of agency heads and most home offices subscribe to what we believe is America’s 
greatest sales service! 


. The R & R New-Man Ordinary Course, “An Introduction to Life Underwriting,” 
is now the most widely used beginners’ course in the nation. It is being adopted 
by more and more home offices month after month. The same thing applies te 
R & R’s “Basic Course for the Debit Life Underwriter.” 


5. In training life underwriters to sell in the areas of Business Insurance, Insur- 
ance for Estate Clearance and other advanced fields, the “R & R Tax and Busi- 
ness Insurance Course” is more than ever the standard of the life insurance 
world! 


- The R & R “Sickness and Accident Course” has acquired a unique rank in the 
area of sales training for disability insurance. The number of companies using 
it reads like the “Blue Book” of disability insurance! 


We shall be happy to give you full information on these and other history-making 
developments in our field. Please write any of us. 


May you have an outstandingly happy and successful 1958! 


HILBERT RUST, C.L.U., President ALDEN C. PALMER, Chairman of the Board 


Kenneth L. Anderson, Managing Editor Paul S. Jaques, C.L.U., Asst. Vice President 
John S. Bleecker, Jr., C.L.U., Asst. Vice President James F. Love, Editor 

E. B. Blue, Editor James F. Norton, C.L.U., Editorial Director 
Robert H. Christy, LL.B., Associate Editor Edward F. Stepp, Director, Tax & Business 
H. A. Hale, Assistant Editor Insurance Studies 

William Highfield, C.L.U., S & A Editor J. B. Welchons, J.D., Associate Editor 

Paul D. Hill, C.L.U., Sales Director Edwin H. White, C.L.U., Vice President 


The Insurance Research & Review Service. Ine. 
Indianapolis 9. Indiana 
December 1957 
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To Hold Old Friends and Make New Ones... 
CCH BUSINESS AND GOOD WILL BUILDERS 


— | 


You may want to place copies of some of these 
timely and informative CCH booklets in the hands of 
customers, potential patrons, associates, or employees. 
Your name, instead of CCH’s may be printed on the 
front cover—cover in your choice of many attractive 
colors. Cost is negligible in view of results. 


For Samples and Prices, Write; 


COMMERCE. CLEARING, HOUSE, INC., 
PUBLISHERS of TOPICAL LAW REPORTS 
4025 W. Peterson Avenue 
Chicago 30, Illinois 
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Your Own Imprint On Front Cover of Any Booklet...No Extra 
Charge—Glossy or Antique Finish Paper... 26 Different Colors! 
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“As Soon As Practicable” 


In many parts of our country, 
accident litigation is clogging the 
court calendars and putting the 
courts years behind schedule. In 
recent years the press has made 
the public cognizant of the court 
delay. Hence many assureds won- 
der why the companies are so 
touchy about late notice. As long as 
it is going to take a few years to 
get the case tried, why 
about a few months’ delay in 
notifying the company of the ac- 
cident, claim or suit? 


worry 


Why Worry? 


The answer is that it is still im- 
portant to get there “firstest with 
the mostest.”” It may cost a com- 
pany a great deal of money if it 
gets there when the trail is cold. So 
it requires notice ‘‘as soon as prac- 
ticable.” There are many cases con- 
struing that phrase and by way of 
review let us look at a few recent 
ones. 

In Sears, Roebuck & Co. v. Hart- 
ford Accident & Indemnity Co., 
(Washington Supreme Court, June 
20, 1957), Sears, a self insurer, 
granted a license to a concession- 
aire, Rocky, to operate a refresh- 
ment stand in a Sears parking lot 
in Seattle. The contract required 
Rocky to obtain a liability policy. 
Rocky obtained a policy from the 
Hartford, naming both Rocky and 
Sears as insureds. 


Parking Lot Accident 


An accident happened in the 
parking lot, and Sears was sued by 
the injured party about a month 
after the accident. The attorneys 
for Sears were defending the ac- 
tion when they discovered the exis- 
tence of the Hartford policy. The 
discovery was made more than a 
year after the accident and com- 
mencement of the law suit. Hart- 
ford refused to defend on the 
ground of late notice. Sears settled 
with the injured party and sued 
Hartford for the amount of settle- 
ment plus expenses. 

In a very lengthy and learned 
opinion, replete with many cita- 
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verdict... 


By LUKE A. BURKE 
Member of the New York Bar 


tions, the 
Court 


Washington Supreme 
reviewed the problem and 
sustained Hartford’s position say- 
ing (and we quote only the high- 
lights) : 

“We come now to the question of 
whether Sears gave timely notice 
to Hartford and complied with the 
requirement to immediately for- 
ward to the company the summons 
or other process received by it. 


Filed and Forgotten 
“Sears admits that the policy of 
insurance was in the hands of its 
Pacific Coast Division office and 
that the files in Mr. Wendell’s office 
indicated the coverage; yet, it is 


Soh, Bale’ 


find we have the fastest claim 
handling of any company!" 


now its contention that it should 
be excused from the requirements 
of the notice clauses in the policy, 
because it was not aware of the 
coverage until investigation by its 
Seattle counsel led to Wandell’s 
office and the ultimate discovery of 
the insurance policy in late Novem- 
ber, 1953. 

se ‘As soon as practicable’ 
means as soon as can reasonably 
be expected under the circum- 
stances. We have said in Foley v. 
New World Life Ins. Co. (1936 
185 Wash. 89, 94, 52 P. (2d) 1264, 
that ‘immediately’ means ‘within a 
reasonable time.’ 

““Immediately’ would seem to be 
more peremptory than ‘as soon as 
practicable. A person may not 
know that an accident has hap- 
pened, and may also have doubt as 
to whether there has 
damage in consequence of an acci- 
dent, but he is not in doubt, and 
illusions when he is 
served with a summons and com- 
plaint. The cases refer to many 
which might excuse or 
justify a delay in giving notice of 
the happening of an accident, but 
there seems little justification or 
excuse for failure of an insured to 
immediately forward to the insur- 


been any 


under no 


matters 


ance company ‘every demand, no- 
tice, summons or other process re- 

ceived by him.’ 
“This distinction is probably 
what Hartford had in mind when, 
Continued on page 38 
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Verdict 


Continued from page 37 


in preparing its policy, it required 
notice of the accident ‘as soon 
as practicable’ and required that 
every demand, notice, summons or 
other process be forwarded to it 
‘immediately.’ 

“The distinction, however, is not 
so much in the words used as in 
the thing that is required to be 


done. We would accept the same 
definition for ‘immediately’ as is 
given for ‘as soon as practicable’ 
if it were used in connection with 
the requirement of notice of acci- 
| aE 

“A delay of notice for over thir- 
teen months after original com- 
plaint and summons were served, 
when there was knowledge of cov- 
erage by agents of the insured, is 
an unreasonable delay and does 
not substantially comply with the 
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This menument, erected in 
honor of Molly Pitcher, 
stands near the center of 
Carlisle, Pa., her home town. 





Photograph by A, Aubrey Bodine 


Woman of Courage 


Fn the Revolution, Molly Pitcher fought in the front lines beside 
her husband at the battle of Monmouth. Her couraze is a tradi- 


tion in American history. 


The Baltimore Life, celebrating its 75th Anniversary, enjoys a 
tradition of personal service extending to a constantly growing 


“family” of policy-owners. 


Baltimore Life serves Carlisle and vicinity thru its district office 


at 15 W. Pomfret St. 


The Baltimore Life 
Insurance Company 


15 NEARS PERSONALIZED seRvict 


HOME OFFICE: 





BALTIMORE, MD. 





terms of the insurance contract 

“We have but recently consid- 
ered the effect of the ‘inexplicable’ 
failure of a large corporation to 
timely produce certain documents 
which were at all times in the pos- 
session of its employees. Bowker 
v. McDonald (1957), 149 Wash. 
Dec. 607. 


No Special Consideration 


“The failure of the insured to 
locate the insurance policy is more 
‘explicable’ in this case because it 
probably came as quite a surprise 
to Sears to discover that it had 
coverage against a claim such as 
that of Mrs. Bench; but if not 
‘inexplicable’ it is totally inexcus- 
able. The fact that corporations 
are so large that the right hand 
doesn’t know what the left hand is 
doing, or, perhaps more accurately 
to say, that the corporate mind has 
no knowledge that the left hand is 
clutching an insurance policy, does 
not entitle it to special considera- 
tion when it comes into court, 
seeking to take advantage of the 
policy but ignoring the conditicns 
precedent to an action thereon.” 

Another case on this 
which is causing considerable com- 
ment in the East is Deso v. London 
& Lancashire Indemnity, (New 
York Court of Appeals, July 3, 
1957). Here the injured party 
brought an action against the com- 
pany to recover an_ unsatisfied 
judgment against the assured. The 
plaintiff, a tenant in the assured’s 
house, fell on the stairs. At the 
time he told the assured, “It’s all 
right.” He continued working but 
about three weeks later his back 
hurt him. 

“On May 28, 1951, over three 
months after the accident he was 
told by his doctor that as a result 
of the accident he had suffered a 
serious back injury and needed an 
operation. The assured knew that 
the plaintiff was bothered by a 
back ache but neither one knew of 
its connection with the accident on 
the stairs until the doctor’s diag- 
nosis on May 28. Written notice 
of the accident was given to the 
company on July 18, 1951. 

The question, therefore, was 
whether this notice was “as soon 
as prarticable.” 

The Court of Appeals held that 


subject 
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the delay breached the policy as a 
matter of law, using this reason- 
ing: 

“It is unquestioned that a failure 
to satisfy the requirements of this 
clause by timely written notice 
vitiates the contract as to both the 
insured and the plaintiff recover- 
ing a judgment against him, and 
that the term ‘as soon as practi- 
cable’ like various similar expres- 
sions in other liability policies, re- 
quires that written notice be given 
within a reasonable time under all 
the circumstances. It is also well 
settled that the reasonableness of 
a delay, where mitigating circum- 
stances such as absence from the 
State or lack of knowledge of the 
occurrence or its seriousness are 
offered as an excuse, is usually for 
the jury. On the other hand, ab- 
sent an excuse or mitigating cir- 
cumstances, courts have assumed 
the function of determining fulfill- 
ment of the condition. 

“. . Here it is conceded that as 
of May 28 the insured was fully 
apprised of the fact that the fall 
had resulted in serious injury to 
the plaintiff. Had notice been given 
shortly thereafter, the reasonable- 
ness of the delay would have been 
properly for the jury to determine. 
Under those circumstances it might 
have been found that the insured’s 
ignorance excused the failure to 
give notice at an earlier date; this 
in accordance with the Melcher de- 
cision. 

“Obviously, however, once the in- 
sured was made fully aware of the 
seriousness of the injury and its 
relation to the accident, the excuse 
of ignorance was no longer cog- 
nizable. In the Melcher case writ- 
ten notice was given the insurer 
three days after plaintiff was first 
informed as to the injury. In the 
present case a period of some 51 
days intervened. An unexcused de- 
lay of that length constitutes a 
breach of condition as a matter of 
law within the above cited cases.” 


Diagnosis of Cancer 


The plaintiff brought suit to 
recover for medical expenses in- 
curred for the treatment of cancer. 
The policy provided indemnity to 
the named insured and members 
of her family for loss due to ex- 

Continued on page 40 
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41,000 MILES 10 G0... 


WITH CONTRACT BONDS NEEDED 
EVERY INCH OF THE WAY 


Within the next 13 years, 41,000 miles of new 
roads will be built under the Federal Highway pro- 
gram alone. Practically every type of contractor 
employed on this vast project must furnish Contract 
Bonds. In addition, the new roads mean re-location 
of industry—new shopping centers—new schools — 
motels—restaurants. THE chance-of-a-lifetime for 


bond agents! 


Let American Cas- 
ualty help you with unex- 
celled bonding experience, 
judgment and know-how 


Surety Bonds and all lines 


of insurance — everythin 
for qualified contractors from the Contractors: 
and with complete multiple Equipment Floater to th 
line facilities that enable Comprehensive Liabilj . 
you to “wrap up” the Policy. Let us know in 
entire account. We Can best hel ow 


P you. 
Write Dept. “A.” 


. with preferred rates 








AMERIGAN GASUALTY 
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First Public Offering... 


3-D Pension Plan 
For Small Groups 


Exclusive New Plan Gives Small Concerns 


Every Advantage Enjoyed by Giants 


Groups of 10-40 employees can 
now be provided retirement 
income plans...on a group 
underwritten basis . . . compar- 
able in features and advan- 
tages to the finest ever devel- 
oped for industrial giants. 


Continental has devised 
master contracts to fund 
more different types of pen- 
sion plans than any other 
insurance company. 


Directed by this wealth of ex- 
perience, CAC research 
skimmed the cream from the 
best of existing plans. Then 
results were combined into 
readily adaptable basic ele- 


grepyrr 


Retirement and Special Plans Department @. 


310 SOUTH MICHIGAN AVENUE e 
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ments for building individually 
adjustable programs... stress 
on simplicity and adequacy 
every step of the way. 


No trust needed. Qualifies 
for tax advantages. Group 
underwriting. Virtually 
no administrative burden. 
Premiums well below in- 
dividual policies. 


To get the full and easily un- 
derstandable facts, please 
write for a copy of our booklet, 
“‘An Important Considera- 
tion.” 


** Attractive Commissions”? 


-.- Doubled! 


“An Important Consideration” 
is almost a do-it-yourself pattern 
for small group pension planning. 
No technicalities. No mysteries. 
Ask for your copy by return mail. 


CONTINENTAL ASSURANCE 


INSURANCE Af 
‘» SERVICE 
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Verdict 


Continued from page 39 


pense resulting from specified sick- 
nesses, including “definitely diag- 
nosed cancer, as defined and recog- 
nized by the American Medical 
Association, which shall originate 
and first manifest itself during the 
effective term of this policy and 
after it has been maintained in 
force for at least ninety consecu- 
tive days.” 

The facts were not in dispute 
and showed that (1) the insured’s 
husband suffered illness and mani- 
fested symptoms prior to the ex- 
piration of the 90 day period, (2) 
it was not until shortly after that 
period that the illness was defi- 
nitely diagnosed as cancer, and (3) 
the patient was suffering from that 
illness prior to the expiration of 
that period. 

The case was tried in the Munici- 
pal Court, New York City, and the 
insured recovered. This was af- 
firmed by the Supreme Court, Ap- 
pellate Term. The company ap- 
pealed to the Appellate Division 
and in a 3 to 2 decision the lower 
courts were reversed. In a short 
opinion the higher court said: 

“The loss was covered by the pol- 
icy if the illness originated and 
first manifested itself after the ex- 
piration of the 90-day period. If 
the evidence could be interpreted 
so that the first definite diagnosis 
of the illness was after the expira- 
tion of the 90-day period, it shows 
nevertheless that the illness origi- 
nated prior to the expiration of 
this period.” 

The more lengthy dissenting 
opinion argued that cancer had no 
“beginning” until it became medi- 
cally recognized and that the dis- 
When one 


” 


ease originates only 
learned in medicine can with rea- 
sonable accuracy diagnose the dis- 
ease (citing cases in Texas and 
Oklahoma). 
Manolopoulos v. American Progres- 
sive Health Ins. Co. of New York, 
N. Y. Supreme Court, Appellate 
Division, May 20, 1957. 

There is one further appeal 
which may be taken in this case 
and we will report further on it. 
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ROWTH is a state of mind. As 

a matter of fact it sometimes 
reaches the realm of an obsession 
with some investors, when the econ- 
omy is moving along at an active 
pace and we are all 
dreams of an 


dreaming 
expanding future. 
Such a statement may sound like 
heresy to some students of the mar- 
ket, but it is a fact that the growth 
complex goes to extremes at times. 


Dividends While Waiting 


These extremes are not so much 
an indictment of growth as such, 
but of the unusual emphasis placed 
on it to the exclusion of many other 
potent investment values. Such val- 
ues as the earning power of a com- 
pany in relation to the price paid 
for the stock, or the dividend in- 
come that may be received while 
waiting for the growth trend to un- 
fold, are given only passing thought. 

A few examples may be helpful. 
Corning Glass has been growing for 
years, but when an investor becomes 
so enthusiastic over that growth as 
to be willing to pay 41 times esti- 
mated present earnings and accept 
an income return of 1.4 per cent 
on his money, his investment suc- 
cess is depending heavily on that 
growth trend. This 41 times earn- 
ings is based on the high price 
reached during the last twelve 
months. Plenty of stock was bought 
around those levels and probably 
will be bought again at some other 
optimistic period. 


Look at Aluminum 


Then we can take a look at the 
aluminum industry, which recently 
has become a growth favorite, and 
note the extent to which investors 
have been willing to discount that 
growth. Aluminum Company selling 
at a high of 35 times earnings and 
yielding 9/10ths of 1 per cent. Alu- 
minium, Ltd. nearly as bad at 28 
times probable earnings and giving 
a yield of 1.9 per cent. Some of the 
other leaders in the industry fol- 
lowed closely. 

All this avid interest is based on 
the concept of an ever increasing 
demand for aluminum. We. all 
know the economy of the country 
just doesn’t grow that fast. Now 
we find the industry running into 
an excess capacity, which accord- 
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mvestments... 


By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


Growth is a State of Mind 


ing to industry indications may 
take a year or more to overcome. 
The long term outlook of alumi- 
num demand may be there, but dis- 
counting that possibility far in ad- 
vance, as has been done by many 
investors the last few years, may 
result in a dreary waiting period 
for the future to catch up with 


1957 hopes. 


Forward Strides But—! 


Sometimes we hear DuPont 
cited as an example of long term 
growth. Even if the stock had been 
purchased at the 1929 high, it 
would have paid off to a patient 
holder by now. True enough, but 
during those years, which inciden- 
tally is a lot of years for most in- 
vestors to hold a stock, DuPont 


"They try to make your wait as pleasant 
as possible.” 


not only had a hard time holding 
onto existing growth but even ran 
into times when growth was barely 
visible. Then came the emphasis on 
textiles and some analysts have 
wondered just how to classify Du- 
Pont at the present time, as a 
chemical or as a textile. 

Through all these years DuPont 
has continued to make forward 
strides. It has been fortunate in 
the selection and training of top 
management, which in itself goes 
a long way toward maintaining in- 
dustrial leadership. Even so at 
many times over the years inves- 
tors have paid unrealistic prices 
for that leadership, and the ob- 
session with future growth was 
largely responsible. 

There are many other examples, 
where big names, big vistas, and 
big hopes have resulted in growth 
becoming the single criterion of 
investment value. This is where 
many of us have made mistakes 
mistakes of arriving too late in 
the growth cycle and being carried 
away by the prosperous outlook of 
the moment. To put it plainly, it is 
easy to buy growth when it is 
obvious. 

Rather than buy into growth sit- 
uations that are obvious and have 
already discounted a sizeable part 
of the anticipated growth, the in- 
vestor should look for the seeds 

Continued on page 42 
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that may germinate at a little later 
date. In such cases the price to 
earning potential will not be out 
of line and there may be a fair in- 
come to compensate while waiting. 
An example of such searching a 
few years ago was the probable 
growth of the State of Florida due 


to the increasing interest of the 
public in retirement plans. It was 
not, of course, the only section of 
the country to which such an anal- 
ysis would apply but it was getting 
the headlines. 


Florida Utilities 


If you were able to visualize this 
trend towards Florida, then one 
industry that was sure to go along 
with any expansion was the public 


Something better for the 
business office 











ANOTHER OF the new package forms 
which simplifies the handling of in- 
surance for the business risk is the 
OFFICE CONTENTS Special Form. Here 
is a broadened contract which can be 
written to cover “‘all risks’’ of direct 
physical loss to office contents, in- 
cluding a tenant’s interest in improve- 
ments and betterments. 

For the eligible risk, the Special 
Form provides all-risk coverage at 


— 














less than the cost of equivalent pro- 
tection under separate named-peril 
policies. It’s an economical buy; affords 
needed coverage against unforseen losses, 


With both the Office Contents and 
the Commercial Property forms, 
Grain Dealers’ agents have the new 
all-risk packages which keep them 
well out front... enable them to doa 
better job for business clients. 
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utility industry. This may sound 
like the last industry to look to 
for growth, but actually the de- 
mand for utility service grows 
steadily even in well balanced com- 
munities and in an expanding com- 
munity it grows rapidly. Florida 
did grow rapidly and with it the 
demand for power. Two utilities, 
Florida Power and Florida Power 
& Light, were ready and willing to 
oblige those looking for more and 
more power. 

When the seeds of these two 
companies started to sprout, the 
price and yield of the stocks were 
reasonable and the investor had an 
opportunity to judge the growth 
possibility in a period of compara- 
tive calm. He was not buying into 
an obvious growth situation just 
then, nor into a big name stock, 
but the vista of the future was 
taking on very definite shape. Some 
investors saw those possibilities 
and have profited. A few figures 
on the two utilities may be of 
interest. 


Florida Power 


During the past ten years the 
net profit of Florida Power has in- 
creased 5.3 times and that of Flor- 
ida Power & Light about five times 
in the same period. Today, of 
course, neither stock gives the in- 
vestor the same potential but both 
companies are still growing. 

These exampies have all been 
offered with the thought that too 
much emphasis is frequently 
placed on the obvious growth situ- 
ations, surrounded by glamorous 
and big names, and not enough on 
searching out possibilities that 
may germinate in the future. This 
results in a state of mind on growth 
stocks where the price paid for the 
stock is secondary to the story that 
is being told of the future. It is 
submitted that equally fascinating 
stories of the future can be told 
when that future is not so obvious. 

We all want to make our money 
grow. It is likely to grow more 
surely if we don’t make too heavy 
an advance payment on future 
growth. A state of mind on growth 
can become an obsession, particu- 
larly during times of prosperity, 
and any such non-flexible approach 
to investment values can result in 
serious loss. 
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¢c. any discounts to which the 
debtor is entitled at the time 
of adjustment, 

. any legally sustained set-off 
to which the debtor is en- 
titled, 

. co-insurance and primary 
loss deductions. 


Rates 


Q. How are the 
mined? 


rates deter- 


A. Premium rates are based on 
mercantile agency ratings of fi- 
nancial worth and the general 
credit ratings of the assured’s ac- 
counts. Dun & Bradstreet and 
similar agencies supply these 
ratings. 


Two Deductibles 
The assured participates in all 
losses to a certain degree under 
most policy forms. There are two 


means of effecting this deductible. 

1. Co-insurance. All but two 
policies contain a co- insurance 
clause, usually 10 or 20 per cent. 
The insured policyholder assumes 
the stated percentage of any loss. 

2. Primary loss. This is estab- 
lished because every businessman 
is afflicted with a certain amount 
of bad debts. This almost certain 
deficit should not be assumed by 
an insurance contract, while co- 
insurance represents a percentage 
of the claim to be assumed by the 
policyholder. The primary loss is 
a percentage of sales, subject to 
a fixed minimum, to be deducted 
from loss payments. 


Nine Policy Forms 

The nine policy forms can be 
broken down into two major types 
which are identified by the com- 
pany as “Back Coverage” and 
“Forward Coverage?” policies. 
These divisions can be further 
distinguished as to (1) general 
coverage forms which insure all 
(or practically all) of the policy- 
holder’s accounts, and (2) indi- 


NOT YET, ANYWAY... 


In case you've been wonder- 


ing, we are not yet accepting 


applications for agency in any 


outer space points. 


There are still quite a few 
people in the good old U. S. A. 


we haven't written yet. 


—— =" THE 
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vidual account forms with cover- 
age limited to single accounts. 

Back Coverage policies provide 
for payment of losses occurring 
during the policy term on mer- 
chandise shipped previously. It 
covers unpaid accounts receivable 
on the assured’s books as of the 
effective date of policy; unless 
the policy is renewed the cover- 
age ceases at expiration. 

The Forward Coverage form in- 
demnifies the assured for losses 
on all shipments made during the 
policy year and further permits 
filing of claims up to 90 days be- 
yond the longest period of time 
granted under the terms of sales 
after the last day of the shipment 
period but not to exceed 215 days. 


Types of Policies 
Back Coverage Forms require 
the attachment of an endorsement 
to cover shipments made prior to 
the effective date of the policy. 
There are two riders—one is de- 
supplement the first 
Continued on page 44 
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year policy and is more limited 
than the endorsement applying on 
renewal contracts. The latter will 
insure all receivable 
losses on shipments made previ- 
ously. 


accounts 


There are four Back Coveyage 
Forms: 


(1) Form N which constitutes 
over 75 per cent of the companies’ 
premium volume. It provides cov- 
erage on shipments to accounts 
with all types of mercantile 
agency ratings. The 10 
percentage 
higher rated 
while the others require 20 per 


per cent 


co-insurance applies 
on the accounts, 
cent participation in losses. 
This form owes its popularity 
to the fact that it affords the 
broadest protection and is suffi- 
flexible to meet the 


ciently re- 


How Big is Big? 


Just how DO you measure size? Is it insurance in force? 
Is it assets? Is it surplus? Is it the tallest Home Office 


building? 


Sure, American United IS big . . . among the top 10% of 
American life insurance companies, but we think size is 
measured by how big you think. And big thinking in- 
volves a lot of important things: a training program to 
help men grow and prosper; unique sales tools at every 
level, from a simple track for the beginner to the pro- 
fessionally prepared material for the estate planner; big 
thinking means a complete line of contracts for income 
protection; it means competitiveness in price and pro- 
visions; it means sales mindedness. 


In this respect American United Life is as big . . . as you 


ever saw. 


American United Life 


INSURANCE 


COMPANY 


HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS + 
UNIQUE JUVENILE * GROUP INSURANCE 


GUARANTEED RENEWABLE MAJOR MEDICAL ¢ 


FLEXIBLE OPTIONS e 


LOW NET COST SPECIALS 
GROUP RETIREMENT ¢ PENSION TRUSTS 
NON-CANCELABLE DISABILITY 


“SGUARANTEED RENEWABLE HOSPITAL AND SURGICAL 
SPECIALISTS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 


quirements of most assureds. 

(2) Form L offers the least 
complications. No reference is 
mercantile agency 
A single limit 


made to rat- 
ings in this policy. 
of insurance applies to each ac- 
count receivable. Co- insurance 
participation is 25 per cent for all 
accounts. 

(3) Form CR was designed to 
cover accounts for which a credit 
recommendation company 
as the National Credit 
would issue a credit approval. It 


(such 
office } 


provides a single limit of protec- 
tion for such accounts. There are 
forms in 
made 


very few of these cur- 
ship 
the 


with 


rent use. Assureds 


ments to accounts against 


advice of the credit agency 
when 


defaulting 


dissatisfaction 
their 
accounts were denied. 

(4) LF Form. There is little 
demand for this form as it re- 
quires the policyholder to perform 
of the 
vices such as the handling of all 


resulting 


claims against 


many usual company ser- 
collections, the obtaining of sal- 
Very 
position to 
This 
has no collection provision. 

Forward Coverage Forms come 


vage from debtors’ estates. 


few are in 


perform these tasks. 


assureds 


form 


in five policies: 
(1) Form H is 

assureds who limit their terms of 

sale to four months from date of 


Compulsory filing of claims 


restricted to 


sale. 
is required only at expiration of 
the policy but the 
penalized for delay in filing past 


assured is 


due amounts beyond 90 days after 
due date. The 


increased 1 


co-insurance per- 
5th of 1 
per cent per diem of procrastina- 
tion. 

Some assureds feel that a slow 


centage is 


account may be good pay in time 
and hesitate to file a claim fear- 
ing the loss of good will resulting 
from the use of forceful collection 
This the H 
policy accounts for its popularity 
among the Forward Policies. 

(2) C F Form 
than H in that all 
filed with the 
before they become 90 days past 


tactics. feature of 


is more restric- 
tive claims 
must be company 
due. 

(8) X S Form 
count excess form providing large 
limits of protection. 


is a single ac- 


This policy 
is intended for assured who sells 
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large quantities of merchandise 
to a limited number of customers 
and who is willing to assume a 
substantial portion of any large 
loss resulting from the insolvency 
of an account. 

All the policy holders’ accounts 
must be insured because this form 
is available only if a general cov- 
erage form is also purchased. 
This also is a non-collection form. 

(4) L D Form covers individual 
accounts up to 90 per cent of in- 
voice price. It is limited to debt- 
ors with a first credit rating. 
Filing of claims within 60 days is 
required. There is no primary 
loss provision in this policy. 

(5) ID XS Form. As the iden- 
tifying letters indicate this policy 
is a combination of XS and ID 
forms. The assured does not have 
to wait until the debtor’s estate 
is liquidated to be paid as re- 
quired in form ID. The primary 
loss replaces the usual 10 per 
cent co-insurance clause with rate 
reductions available if the 20 per 
cent primary loss deduction is 
selected. 

There are many riders and en- 
dorsements that may be attached 
to the Credit Policy. Twelve are 
in most frequent use, some to take 
care of the individual needs of a 
specific assured. The policy may 
be extended without charge to 
include the interests of a lending 
bank. A business may be such 
that there is only one purchaser 
who can use the merchandise and 
his failure would cause a certain 
coverage then attaches 
while work is in progress. 

The ante dating endorsement 
extends the policy to include ship- 
ments made prior to the payment 
of premium since the policy itself 
stipulates that coverage attaches 
only after premium is paid. 


loss, so 


Two important riders are: (1) 
the extraordinary coverage rider 
which permits coverage in excess 
of the mercantile agency classifi- 
cations for named debtors, and 
(2) the available coverage en- 
dorsement which the company 
calls the “pay-as-you-go” plan. 
This plan can be applied only to 
accounts. with first and second 
credit ratings. It requires monthly 
reports of each creditor’s indebt- 
edness in excess of a predeter- 
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mined amount owing the last das 
of the previous month and pre- 
mium is payable only on protec- 
tion required for that month. If 
adequate advance premium is pre- 
paid only outstanding balances in 
excess of the prepaid 
need be reported. 
Other riders refer to changes 
in co-insurance percentage, or (in 
some instances waive the require- 
ment) and elimination of the 
primary loss 


coverage 


clause for certain 
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accounts. Deliveries with prepaid 
freight charges can be included as 
part of the invoice according to 
one rider. In some instances a 
guarantor’s rating may be used if 
higher than the debtor’s to in- 
crease the amount of coverage. 
There is also the Interim Adjust- 
ment rider to provide for quicker 
adjustment of claims, and a Lim- 
ited Coverage endorsement pro- 
coverage on unlisted 
and/or unrated accounts. 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


USE REPLY CARD ON PAGE 49 


For additional free information on one 
or more of these items, detach the reply 
card. Circle on it the number or num- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your name 
and address and drop the card in the 
mail. 

This reply card is not an order blank. 
lt merely tells the supplier that you are 
interested in receiving without obligation 
more information about his product or 
publication. 











Study of Earthquake Insurance 


Earthquakes are the subject of 
a special study by the Northern 
California C.P.C.U. Chapter. The 
Society of Chartered Property and 
Casualty Underwriters has _ pub- 
lished these findings under the 
title, “A Study of The Earthquake 
Hazard, Causes, Effects, Insur- 
ance, Problems.” 

The paper is presented as a spe- 
cial supplement to The Annals of 
the Society. Copies are $1.25. Back 
copies of the Society Annals are 
also available. 


For Further Information Circle 21 on Card 


Quick Film Protects Papers 


A new desk-top machine encloses 


important papers in a plastic film. 
American Photocopy's “Ply-on” 
Laminator encases either or both 
sides of a sheet in less than 10 sec- 
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onds. Coating is thin, clear and 
pliable. 

The Laminator fits on a desk top 
and works by push button or foot 
pedal. Apeco reports this is the 
first laminator designed for use by 
office personnel. 


For Further Information Circle 22 on Card 


Ad Awards for Agents 

The Insurance Advertising Con- 
ference has opened its sixth an- 
nual Agents Advertising Awards 
Program. Contest is open to agents 
and brokers representing stock fire 
and casualty companies. Deadline 
for entries is April 1. 

All ads should be submitted in a 
portfolio or scrapbook no larger 
than 16 in. x 20 in. Portfolios can 
be bought at cost from the IAC or 
purchased locally. Agents selected 
for having the best all around pro- 
gram in four premium income di- 
visions will receive a bronze Oscar 
at the annual IAC meeting in the 
spring of 1958. Awards are also 
planned for the best ads in radio 
and TV, in direct mail, and news- 
papers. 

For Further Information Circle 23 on Card 


Chart for Easy Programming 

Underwriters Supply Company 
offers a chart which automatically 
figures total Social Security income 
for children under 18, an educa- 
tional fund for them, and life in- 
come for a widow. Called the 
“Valumatic Program Calculator,” 
the chart operates on a slide rule 
principle. The agent sets the guide 
at the wife’s age, for example, and 
immediately the figure appearing 
above “monthly income” shows the 
total sum needed for a given num- 
ber of years. 

With the calculator comes a sup- 
ply of Valumatic Worksheets for 


INSURANCE 


figuring each prospect’s program. 
Price is $3, with reductions on 
quantities. 


For Further Information Circle 24 on Card 


Portable Forms Register 
Standard Register Company has 
brought out a portable model Form 
Flow Register for recording sales 
and giving receipts. Insurance 
lo 


agents and branch offices can han- 
dle collections faster with this ma- 
chine. It can be used at an office 
counter, carried on house or other 
outside calls. 

The register makes up to six- 
part sets at one writing. Sturdy 
steel and aluminum construction 
assures good service even with 
rough handling. 


For Further Information Circle 25 on Card 


Code for Health Insurance 

The recently adopted code of 
ethical standards of the Health 
Insurance Association of America 
is available now in leaflet form. 
Copies have been sent to the Asso- 
ciation membership. 

The code lists nine points gov- 
erning the sale and advertising of 
voluntary health insurance, and 
was approved at the Association’s 
annual meeting last May. 

Group consists of 261 companies 
in the U. S. and Canada holding 
over 80 per cent of the total health 
insurance in force through insur- 

Continued on page 48 
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aud saver *10,000 a year! 


Use of ADT Automatic Protection Services for keeping our plant 
safe from fire and burglary, and for temperature control has 
proven most satisfactory. We estimate that this type of protection 
costs us at least $10,000 a year less than other methods. 


Somes} Shee 


Vice “nee 


Nationally recognized for years as a big businessmen who know that ADT. Auto- 
name in the field of toys, games andschool matic Protection gives greater security for 
supplies, Milton Bradley is also an indus- _ property, profits and employees’ jobs than 
trial concern that is well known for its other methods, and at less expense. 
efficient operating methods. 


Plant protection, of vital importance Why not tnd out what A DT can do tor you? 


in assuring maintenance of production , 
Whether your premises are old or new, 


schedules, has been built around a com- : : et 
. . sprinklered or unsprinklered, an ADT spe- 


bination of ADT Automatic Protection 
Services — Central Station Sprinkler Su- 
pervisory and Waterflow Alarm, Burglar 
Alarm, and Heating Supervision. 

These services provide a complete and 
reliable automatic watch over the prop- 


cialist will show you how you can save 
money while getting better protection 
against fire and burglary automatically. 
Call our local sales office or write to our 
Execu tive Office. 


erty, day and night, releasing manpower Controlled Companies of . 


for production duties. AMERICAN DISTRICT TELEGRAPH COMPANY 


Mr. Shea’s endorsement is typical of Executive Offices: 155 Sixth Avenue * New York 13, N. Y. 


the comments of thousands of progressive A NATIONWIDE ORGANIZATION 
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ance companies. Copies of the leaf- 
let are offered free. 


For Further Information Circle 26 on Card 


AMA Management Bookshelf 
The 1957-58 edition of the Amer- 
ican Management  Association’s 


catalog of books and reports is 


available. Many management top- 
ics are listed, including finance and 
insurance. Films made by the 
group are also shown. AMA offers 
free copies of the catalog to any 
executive. 


For Further Information Circle 27 on Card 


1958 Promotion Events Listed 
With a copy of “Special Days, 
Weeks and Months in 1958,” you 
can be all set for Bachelors Day, 
February 28, or National High 
Fidelity Month (October). Each 


LOOKING FOR A TOP-NOTCH GENERAL AGENCY ? 


There’s still time to check on the 
NEW GENERAL AGENCY OPPORTUNITIES 
with the 
Republic National Life Insurance Company 


Top Commissions ¢ Vested Renewals 
Complete Line of Life and Accident and Health 
Group ¢ Sub-Standard ¢ Pension Trust 


Franchise © Guaranteed Issue 


Will Accept Non-Medical to $25, 000.00 
For Full Time Agents & General Agents 


Write James W. Galloway, Assistant Vice President and Director of General Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


3988 NORTH CENTRAL EXPRESSWAY ° 


DALLAS, TEXAS 


MORE THAN A BILLION LIFE INSURANCE IN FORCE 


year the U. S. Chamber of Com- 
merce puts out this handy booklet. 
This year there are 350 different 
holidays and promotion’ events 
listed. 300klet also shows’ the 
names and addresses of sponsors. 

The Chamber has included in 
the 1958 edition a trade promotion 
planning calendar, issued sepa- 
rately last year. Price for one to 
nine copies of “Special Days” is 
50¢ each, with 
larger quantities. 


reductions for 


For Further Information Circle 28 on Card 


Take a Success Pill 
“Success Pills” is a trick mail- 
ing to catch your customer’s atten- 
tion. Seltz Advertising offers the 
J s 


we 


Pep 


Many 


le : 
© oo tOn 4 
Tk 26 sate 
' 


kit, containing address labels de- 


scribing a “sure cure” for your 
prospect’s insurance ills, coupon 
and accompanying letter. A small 
bottle of “pills’’ (they’re really 
candy) goes with the mailing. In 
the bottle is a short advertisement 
of your services. 


For Further Information Circle 29 on Card 


Modern Personnel Methods 


Mutual of New York, in line with 
its employee benefit plans and 
group insurance for business, has 
written a guide to good personnel 
practices. ‘“‘“Guidebook to a Modern 
Personnel Program” is the name 
of the 60-page book. What about 
salary? The manual looks at this 
question. It discusses company 
services, a fair vacation plan, and 
a number of other knotty points. 

MONY’S' Personnel Division 
wrote the book. Material was 

Continued on page 51 
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Marketing for Property Lines 

The first in a series of research papers has just been 
published by the Society of Chartered Property and Cas- 
ualty Underwriters. Study is entitled “The Extension of 
Group Marketing Principles to Property and Casualty In- 
surance.” It was made by Dr. Richard M. Heins, associate 
professor of insurance at the University of Wisconsin. 

Dr. Heins gives the current picture in group insurance 
marketing, and analyzes the regulation of group property 
and casualty insurance. Many of the facts and opinions 
about general group writings were obtained through a wide 
survey. 

This C.P.C.U. Research Series No. 1 is an advance re- 
print out of the Society’s official publication, The Annals. 
The study sells for $1. 


For Further Information Circle 283 on Card 


Send me more information on items circled below from your December, 1957, issue. 





Achieving Successful Retirement 
Dr. Otto Pollak, professor of sociology at the Wharton 
School, University of Pennsylvania, recently conducted a 


field study of retired persons for the Pension Research a 
Council. His findings have been published under the title, 
“Positive Experiences in Retirement.” 
>» 


Dr. Pollack gives four points he chose as essential to 


36 
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successful retirement. He based these on talks with a 
number of people who had apparently retired successfully. 
Contained in the work are 22 resumes of interviews or case 
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histories undertaken by the author. Richard D. Irwin pub 
lished the book. 53 pages. $1.50 
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For Insurance Fieldmen 

“Missionaries of the insurance business,” Harold F. Gee 
calls the fieldmen. Out of years of experience in field work, 
Mr. Gee has written a brief little book full of good concrete 
advice and titled “Fieldman’s Guide.” He talks about the 
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Marketing for Property Lines 

The first in a series of research papers has just been 
published by the Society of Chartered Property and Cas- 
ualty Underwriters. Study is entitled “The Extension of 
Group Marketing Principles to Property and Casualty In- 
surance.” It was made by Dr. Richard M. Heins, associate 
professor of insurance at the University of Wisconsin. 

Dr. Heins gives the current picture in group insurance 
marketing, and analyzes the regulation of group property 
and casualty insurance. Many of the facts and opinions 
about general group writings were obtained through a wide 
Survey. 

This C.P.C.U. Research Series No. 1 is an advance re- 
print out of the Society’s official publication, The Annals. 
The study sells for $1. 
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Achieving Successful Retirement 
Dr. Otto Pollak, professor of sociology at the Wharton 
School, University of Pennsylvania, recently conducted a 


field study of retired persons for the Pension Research 
Council. His findings have been published under the title, , 
“Positive Experiences in Retirement.” 
* 


Dr. Pollack gives four points he chose as essential to 
successful retirement. He based these on talks with a 
number of people who had apparently retired successfully. 
Contained in the work are 22 resumes of interviews or case 
histories undertaken by the author. Richard D. Irwin pub- 
lished the book. 53 pages. $1.50. 
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Products and Services 


Continued from page 48 


drawn from the company’s own ex- 
perience, and from observing many 
types of business firms. Copies are 
free. 


For Further Information Circle 30 on Card 


Special Vault Installation 


[Ax 





Framed by an expanse of stainless steel, 
these Mosler Century-16 vault doors at the 
new home office of Mutual Benefit Life are 
tops in security. Door on the right is 16 
inches thick and weighs 30,000 pounds. 
Smaller door for emergency use weighs 


7,000 pounds. 


For Further Information Circle 32 on Card 


Setting Up a Library? 

If you want to develop your own 
library or information center, the 
Special Libraries Association can 
give you expert help. According to 
Alberta L. Brown, president of the 
association and librarian for the 
Upjohn Company, Kalamazoo, 
Mich., this offer follows a success- 
ful test of the 
Chicago area. 

The Association can give expert 
advice on need, 
and staff problems. 


service in the 


cost, equipment 


For Further Information Circle 32 on Card 


Supports Books and Papers 


The Han-Dee Holder, manufac- 
tured by the Herald Products 
Company, is useful in both home 
and office for holding books or pa- 
pers upright for reading. 
Fabricated from heavy gauge 
wire, the holder has a coil spring 
page holder that firm 
grip yet easy page turning. The 
brass-finished item folds for com- 


easy 


allows a 
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pact storage and is supplied in an 
illustrated gift box. Price is $1. 


Fer Further Information Circle 33 on Card 


25 Years for Clipping Service 

To mark its 25th anniversary, 
Bacon’s Clipping Bureau is send- 
ing out a pamphlet describing its 
operations. The company is a spe- 
cialized service, taking clippings 
for clients from thousands of peri- 
odicals. Pamphlet, ‘Clippings and 
3usiness a Story of Growth,” gives 
company’s background. 


For Further Information Circle 34 on Card 


Extinguisher Weighs 8 Pounds 
Safety First Products Corpora- 
tion has a three-pound capacity 
dry chemical fire extinguisher, sell- 
ing under the name “Dri-Power.” 
Cylinder is spun steel 
and all working parts are brass or 
bronze. The stainless steel pves- 
sure gauge is marked for instant 
check on its working condition. 


one-piece 


The extinguisher is 17% in. high 
x 434, in. wide, and weighs aboiit 
8 lbs. It comes with either a wall 
or truck bracket. 


For Further Information Circle 35 on Card 


New York Statistical Tables 

New York’s Insurance Depart- 
ment has published as a booklet the 
principal statistical tables from the 
New York Insurance Report. 
Tables were compiled from the an- 
nual unaudited statements for busi- 
ness done in 1956 as filed with the 
department. Pamphlet also lists 
names and addresses of companies 
licensed in the state as of April 
1, 1957. 

Report contains 178 pages. It 
can be obtained at the Depart- 
ment’s offices in Albany or New 
York City. 


For Further Information Circle 36 on Card 


Brokers and agents 
—the insured 
relies on you 


You will safeguard your client’s 
interest if you recommend Ameri- 
can Appraisal Service as a basis 
for proper insurance protection. 

An American Appraisal report 
is complete and accurate—sup- 
ported by evidence that compels 
acceptance...and by records that 
will be available whenever proof 
is needed. 


The 
AMERICAN 


APPRAISAL 


Com pany 
SINCE 1896 ... LARGEST... MOST WIDELY USED 
Home Office: Milwaukee 1, Wisconsin 


New York 
Philadelphia 
Pittsburgh 

St. Lovis 

San Francisco 
Washington 


Cleveland 
Dallas 
Detroit 
Kansas City 
Los Angeles 
New Orleans 


Atlanta 

Baltimore 

Boston 

Buffalo 

Chicago 

Cincinnati 
Affiliated: Canadian Appraisal Company, Ltd. 

Montreal and Toronto 











Be An Income Tax Man 


INSURANCE MEN year after year can 
earn big money preparing Income Tax 
Returns full or part time. Instructions 
amazingly simplified. No lessons. No 
typing. Study and practice one week 
evenings puts you over the hump. Practice 
forms furnished. Dignified and elevating 
IT'S A HONEY. Particulars free. 


work, 


Fox Business Publications 
P. O. Box 1265-L Peoria, Ill. 
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Daily Reports 
Continued from page 27 


November 29—The new mortality 

table, X-17, should be re- 
turned to the committee of the So- 
ciety of Actuaries to consider re- 
visions in the table and to make a 
separate and comprehensive study 
of the deficiency reserve problem, 
Robert E. Dineen, vice president 
of Northwestern Mutual Life, told 


a committee of insurance commis- 
sioners. 

Prior to the meeting Dineen dis- 
tributed to the commissioners a 
monograph contrasting the CSO 
Table and X-17. He stressed the 
procedure followed by NAIC in 
1939 when a special committee 
studied and documented the need 
for a new mortality table before 
work on the table was actually un- 
dertaken. No such preliminary 
study was made in the case of 





worker or competitor. 


BANKERS 





A Typical 
Bankers/ifeman 


There are several characteristics which are to be found 
in any typical Bankerslifeman, such as: competent, 
trained and successful. Because he is that kind of man, 
he is aware of his opportunity and obligation to be of 
real service to his community. He is the kind of field 
underwriter you like to know as a friend, fellow 


DES MOINES, IOWA 


COMPANY 











X-17 because the table was draft- 
ed on a permissive basis to meet 
the need of stock companies con- 
fronted with a deficiency reserve 
problem. 

Advocacy by a mutual company 
of a solution to a problem con- 
fronting the stock companies was 
represented as an effort by the 
mutuals to have the need for new 
mortality tables in the future con- 
sidered on their own merits rather 
than as an incident of stock com- 
pany problems in the deficiency 
reserve area. 

Dineen said, “Any proposals for 
a new mortality table must com- 
mand wide acceptance if there is 
any hope of translating them into 
universal legislative enactment.” 
Mr. Dineen’s approach was obvi- 
ously designed to represent a mid- 
dle course between the various 
factions in the business in the 
hope it would lead to a solution 
of the X-17 impasse. 


December 2—Allstate Life began 
sale of life insurance in New 
York State. 

Following the pattern estab- 
lished in Illinois, Allstate life in- 
surance will be sold in company 
sales locations in Sears Roebuck 
and Co. retail stores, Allstate in- 
surance centers, regional and dis- 
trict service offices and other com- 
pany locations in the state. 

The company offers whole life, 
five and ten year convertible, life 
paid at 65, 20 pay life, 20-year en- 
dowment, endowment at 65, family 
and mortgage cancellation and 
double indemnity coverages. 


Too Big for Texas 

Most facts about Texas are big. 
But a loss ratio of 644 per cent is 
too large for even that state. 

On page 47 of the November 
SPECTATOR, the automobile physi- 
cal damage totals for Texas 
should have read: premiums $108,- 
864,000, losses $57,116,000, ratio 
52. This change would make the 
auto physical damage totals for 
Region 7: premiums $181,952,000, 
losses $99,517,000, ratio 54. 

As David H. Smith of Aldrich, 
Smith & Baker, Edinburg, Texas, 
points out, we hope this correction 
will “prevent any misunderstand- 
ing by our company executives.” 


THE SPECTATOR 





CHANGES IN 


Family Rider, “Extra Money” 

An “extra money clause” is a 
keynote of Occidental Life of Cali- 
fornia’s new fam- 
ily life plan rider. 

The rider can be 
attached to both 
old and new term, 
whole life or en- 
dowment policies. 

It provides $1,000 of term on the 
wife and on children from 15 days 
to 19 years of age. 

Extra money is provided should 
the wife die before the husband. 
Sum of $50 a month is paid to the 
husband for the balance of an in- 
come period. This period is deter- 
mined by the age of the wife at the 
time of issue. 

Rider offers units of $1,000, $2,- 
000 and $3,000, providing $50, $100 
or $150 of the monthly income 
benefits. 


For Further Information Circle 263 on Card 


Protection for Mortgagees 


Loyal Protective Life has a new 


series of mortgage redemption 
riders. Covering mortgages pay- 
able for 15, 20, 25, and 30 years, 
the premiums continue for 12, 16, 
20, and 24 years respectively. 
Minimum basic policy is $2,000, 
and the minimum rider provides 
$3,000 of initial insurance. Up to 


December 1957 


age 60, the insured can convert up 
to 80 per cent of the remaining 
term insurances to a permanent 
plan without a health examination. 
This privilege can be used at any 
time prior to five years before the 
expiration date. 


For Further Information Circle 201 on Card 


Family Rider for New Plans 

Equitable Life of lIowa has 
adopted a family protection rider. 
Attached to any new life or endow- 
ment plan for $5,000 or more, the 
rider gives term insurance to age 
60 on the wife and to age 25 on the 
children. 

Amounts offered for the wife’s 
insurance are between $2,000 and 
$6,000 or 40 per cent of the hus- 
band’s policy. 


For Further Information Circle 202 on Card 


Whole Life at Age 15 

Citizens Life of New York has 
lowered the age to 15 on its whole 
life participating policies. Pre- 
viously, the company issued these 
contracts only to people between 
30 and 70 years of age. 

Death benefit is the face amount 
plus the cash surrender value of the 
policy. Where there is no loan 
against it, the contract yields a 
substantial sum above the face 
amount. If the insured has bor- 


rowed against the policy, the face 
amount is still intact. Deductions 
for the loan and interest come from 
the cash surrender value. 


For Further Information Circle 203 on Card 


Optional Retirement 


Connecticut General has 
duced a new policy with an optional 
retirement date. 

The buyer now may change his 
retirement date, choosing payment 
immediately, or at any future date. 
His age at retirement, however, 
must be between 50 and 80. The 

Continued on page 54 
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Contracts and Policies 


Continued from page 53 


standard option is ten years certain 
and life. But a number of other 
options are also provided. 


For Further Information Circle 204 on Card 


Premium Drops after 20 Years 


Confederation Life guarantees a 
40 per cent reduction in premium 


after 20 years on its new “Com- 
mander”’ policy. 

Plan is participating life with 
premiums to age 90. Minimum 
issue amount is $25,000. There are 
cash, loan and paid-up values from 
the first year. Policy will be issued 
to persons aged 20 to 69. 


For Further Inforamtion Circle 205 on Card 


$10 a Month for 15 Years 


A family plan rider has been 
brought out by Colonial Life of 
America. Rider may be added to 
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A respectable sum in new premiums is waiting for an 
enterprising agent in almost any community—the one who 
recognizes the sales opportunities wherever there are 


Boilers, Pressure Vessels, and Machinery. 


Of course, he’ll make sales more quickly and easily if he 
has effective, attractive material to help him explain Boiler, 
Machinery, and Use and Occupancy coverages. 


American Guarantee agents enjoy the advantage of a 
complete, up-to-the-minute kit of such sales material— 
plus the help of competent engineers and underwriters in 
making risk inspections, coverage analyses, and quotations. 


If you’re missing out on profitable Boiler and Machinery 
business—because you're not getting the qualified help 


you need—get together with a 


Zurich Insurance Company 


Zurich-American field man. 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 


any company policy where at least 
20 premiums remain. 

Plan covers the whole family. 
Units of $5,000 of permanent in- 
surance are offered on the father 
with $1,000 of 20-year term on the 
wife and $1,000 term on each child. 
A special benefit gives $10 a month 
income for up to 15 years if the 
wife should die within 15 years. 
The basic policy on the father may 
also include a family income provi- 
sion. 


For Further Information Circle 206 on Card 





WHAT THE NUMBERS MEAN 

If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between pages 
48 and 51 the ber or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 














Deductible by the Year 
The new note in West Coast 
Life’s Major Medical contract is a 
calendar year de- 
ductible. Only one 
deductible is 
charged against 
total covered ex- 
penses in any one 
calendar year. 
Thereafter in that 
year the company pays 80 per cent 
Previously found 
only in group plans, this benefit 
permits the insured to budget bet- 
ter for the one deductible he will 
have to pay than for all medical 
bills in any one year. Deductibles 
of either $250 or $500 are offered. 
Covered expenses include hospi- 
tal and surgical costs, doctor calls, 
prescription drugs, nurse care, and 
physiotherapy. Company pays 
whether patient 
out of a hospital. 
Plan is participating. And it is 
guaranteed renewable to age 65; 
optionally renewable after 65. 


For Further Information Circle 207 on Card 


of covered bills. 


is treated in or 


A&H for Business Men 


Accident and sickness protection 
designed exclusively for business 
men has been introduced by Pacific 
Mutual Life. Policy is known as 
the “Executive Guaranteed Renew- 
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able Income Protection Plan,” and 
protects up to the insured’s age 65. 
Company reserves the right to make 
premium adjustments on a class 
basis. It will not make any in- 
creases because of deterioration of 
health or change of occupation. 


For Further Information Circle 208 on Card 


Group: Life of N. America 


Life Insurance of North America wrote its 
first group plan in November on a Miami 
shipping firm, Three Bays Line, Inc. Besides 
group life on 66 employees, the plan in- 
cludes hospital, surgical and physicians’ 
fee coverage. Shown above (I. to r.)}, 
seated, are Edmund Zalinski, executive vice 
president of the life company, and Gregory 
Pahules, president of shipping company. 
Milton Chauner, Group vice president, and 
agent Donald F. McEmber stand at rear. 


Zurich's Individual A&H 

Zurich-American enters the indi- 
vidual A&H field with a program 
called “Living Security.” A number 
of variations are offered, including 
a hospitalization plan which pays 
for 365 days of hospital confine- 
ment. Another is lifetime accident 
insurance. A combined lifetime ac- 
cident-lifetime sickness contract, 
with a maximum of two years non- 
confining sickness is also offered. 

Contracts are renewable at the 
company’s option. 


For Further Information Cirele 209 on Card 


Contracts and Policies Notes 


Northwestern National Life has 
adopted a “quantity savings” fea- 
ture, offering lower premiums per 
$1,000 on larger policies. 

Occidental Life of California 
has reduced rates on term insur- 
ance. New rates are in effect on 
all level term short period policies. 

Pacific Mutual Life has inaugu- 
rated a ‘“Uni-Check” plan for 
monthly payment of premiums by 
automatic bank draft. 


December 1957 


In 
Professional 
Overhead 


Coverage 





Guardian is adding to its complete 


line of quality A & H coverages a new 


PROFESSIONAL OVERHEAD 
DISABILITY POLICY 


(Now available in most states) 


® providing first-day benefits on 
disabilities lasting thirty days or more 


® participating 
® low gross premiums 


Example: Doctor in independent practice — age 40 
$500 a month protection. Annual Premium — $112.00 


Call your Guardian manager for complete information, or write 


GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 





marketing briets 


By MEL BLACKBURN, CPCU 


¢ “FIVE DOLLARS ffor your 
‘Most Embarrassing Experience’ ” 
is an offer frequently made by 


Small wonder Loss men are 
wringing their hands. Six out of 
every ten dwellings and contents 


newspaper editors. Members of 
your companies’ Loss Departments 
could submit countless cases from 
their files. Consider these day-to- 
day examples. 


Sound Value Fire 
of Dwelling Loss 


$12,950 $12,950 $ 5,000 
15,000 15,000 3,000 
24,000 24,000 2,975 
13,000 13,000 5,000 
10,565 10,565 2,500 
30,000 11,000 9,000 
13,022 13,022 6,000 
24,097 14,305 12,000 
25,000 15,579 12,500 

9,632 9,632 2,000 


per cent of 
leaving their 
underinsured. 


clients 


Total Amount 
of Insurance 


fire losses show that some agents, 
by writing only 25 per cent to 50 
insurable value, are 
seriously 


Dollar Loss 
to Insured 


$ 7,950 
12,000 
21,025 

8,000 
8,065 
2,000 
7,022 
2,305 
3,079 
7,632 


It would seem that in the 
dwelling business, we of the insur- 
ance industry are protecting only 
half-houses; that in contents we 
are covering only the values in 
the kitchen. 

Paraphrasing an ad of the day: 
“Put a PS on your policies — 
Personal Service both before and 
after a loss.” 

It would profit you, your clients, 
and your companies. 


e INVENTORIES ARE SOAR- 
ING in automobiles, building ma- 
terials, women’s clothing, farm 
machinery, gas and oil products, 
heating and plumbing equipment, 
luggage, paper and related prod- 
ucts, primary metals, refrigera- 
tors, sewing machines, television 
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REINSURANCE COMPANY 
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MULTIPLE LINE REINSURERS 











MUNICH MANAGEMENT CORP. 
United States Manager 


70 PINE STREET 
NEW YORK 5, NEW YORK 











SOUTHERN OFFICE 
1401 PEACHTREE ST. 


ATLANTA 9, GEORGIA 
TELEPHONE TRinity 5-8969 

















EST. 1913 


Write H. ¥. Staehle, Jr.. C. L. U., Field Management V. Pres., United 
Life, 8 White Street, Concord, N. H. 

States Served: Cal., Conn., Del., D. C., Me., Md., Mass., *Mich., N. H., 
N. J., N C., *Ohio, *Pa., R. 1., S$. C., Vt., Va. 


*General Agency opportunities available. 


“HAVING A 
) sxe)e(eis mu waver 
WITH YOUR 
SUBSTANDARD 7 
SURPLUS BUSINESS?” 
“TRY UNITED LIFE- 3% 
they'll issue thru 


TABLE P!”’ 


histories and assistance on 
your SUBSTANDARD 
SURPLUS business 


UNITED LIFE «0 


ACCIDENT INSURANCE CO. 
CONCORD, NEW HAMPSHIRE 











THE SPECTATOR 





and radios, vacuum cleaners, 
washing machines, and watches 
and clocks. 

Large inventory increases are 
expected in the next six months in 
beer, bottled soft drinks, children’s 
and men’s clothing, dairy products, 
footwear, office machinery, plastic 
materials, sporting goods and toys, 
Sugar, tires and inner tubes, and 
dentifrices and pharmaceuticals. 

Reminder: (1) adjust values of 
specific contents policies and maxi- 
mum limits of reporting covers; 
(2) review clients’ operations with 
eye toward guaranteeing adequate 
income via Business Interruption; 
(3) watch premium collections on 
inventory-laden accounts, especial- 
ly during current “tight” money 
period. 


¢ “CREEPING CLERICALIZA- 
TION.” If it costs you $5.68 per 
invoice item to process your busi- 
ness, more premium per item is 
essential to your agency. Other- 
wise, all of your income can go 
into the cost of handling. This is 
the day, month and year to reduce 
your cost of doing business, to 
increase your agency net profit, to 
avoid embarrassment at time of 
loss. You can do all this by insur- 
ing your friends and neighbors for 
realistic values. 

In fact, you may well be sur- 
prised to find, as others have, that 
you have underestimated your 
clients and they really want much 
more insurance. They are thinking 
in terms of today’s prices in every 
purchase they make. Out of habit, 
are you thinking in terms of 
yesterday’s prices? 

Should you be critically  re- 
examining every policy on your 
books? 


¢ CAUGHT IN the competitive 
squeeze for consumer cash, more 
and more retailers are staying 
open evenings to attract the after- 
dark shopper. 

Parent stores in downtown areas 
as well as shopping center branches 
are stepping up night openings to 
an average of three nights a week. 
In some cities, it’s as high as six 

. even Sundays, too. 

Scattered reports from insur- 
ance agents indicate they are 
studying this marketing trend 

Continued on page 60 
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A stable market for re-insurance. 


INSURANCE BY NORTH AMERICA 


Philadelphia GNA) 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


ARTHUR M. HAIGHT, President 
INDIANAPOLIS 











Er. prosperous Shreveport, 


National Reserve Life has cur- 
rently available an excellent 
opportunity for the man ready 


+i 
for General Agent achieve- 
0) r a 0) RT lJ N | TY ment and responsibility. 

IN Our Company, now well 
above the Two Hundred Million 
§ i a EV Bd p 0 R T Dollar mark of Insurance In 

Force — is conducting a vig- 
orous expansion program 
For The Man Ready throughout our entire operating 


territory ranging from Cali- 
For General Agent Qualification fornia to Florida. 











Don't delay — write today 
NATIONAL RESERVE for detailed information. All 


correspondence in strict confi- 


LIFE INSURANCE COMPANY BES 


TOPEKA + SIOUX FALLS H. ©. CHAPMAN, President 


S. H. WITMER, Chm. of the Board 





Every minute of the day and night, raw mate- 
rials and manufactured products are in transit. 
Whether on truck, train or plane, these goods 
should be covered by transportation insurance .. . 
and you're the man to sell it! 
The market is as broad as business itself. Right 
in your own backyard you'll find manufacturers, 
processors, jobbers, distributors, wholesalers and The many facets of 
retailers who are all good prospects for trans- transportation insurance 
portation coverage. And you can sell them with 2% discussed in the 
A Sa eee, apes aos licy! current issue of 
J poner an sure y S ransportation policy. MAILROAD TO 
This policy avoids the red tape that usually PROFITS, which in- 
snarls up collection of transportation losses from cludes valuable hints on 
common carriers—gives your client the three how to sell this coverage. 
things he want ‘immediate 3 pti tt Pay aie 
gs wants ...immediate payment, lower and start making trans- 
cost and more complete protection! Best of all. _ portation insurance your 
our transportation insurance is flexible... meets _ ticket to more commis- 
the wide variety of business needs. This line does _i085- Just write to our 
YS tee Rag tater Ra 5 alloads cate Agency & Production 
se are: easement ec it’s 
‘ot lend itself to bargain basement selling—it’s  pepartment at the 
right up your alley from a sales standpoint! home office. 


AMERICAN SURETY 


COMPANY FIDELITY » SURETY - CASUALTY + FIRE » INLAND MARINE 
HOMEOWNERS «+ ACCOUNTANTS LIABILITY + AVIATION 


100 Broadway, New York 5, N. Y. 





E. P. Higgins & Co. 


(Frank M. Speakman Associates) 


Consulting Actuaries Bourse Building 
Aceountants Phila. 6, Penna. 











Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 
55 Broadway, New Yerk 6, N. Y. 
HAnover 2-5840 








Marketing 


Continued from page 597 


(some, joining it) on the theory 
that “if we can see ’em, we can 
sell ’em,” and, ‘“we’re making 
insurance easy for the breadwinner 
to buy while he or she is in a 
buying mood.” 

If this almost revolutionary idea 
of “customer convenience” were 
to catch on in the insurance busi- 
ness, who knows to what spectacu- 
lar sales heights we might aspire? 


e “AH, SO,” DEP’T. “The tradi- 
tional concept of distribution is 
being radically changed by the 
super-supermarket, which is really 
a combination discount house, 
grocery and general merchandise 
store. Many firms which rigidly 
maintain old pricing habits will 
have to change their ideas in the 
face of the new supermarket ideas 
of distribution.”—Ward F. Parker, 
J. Walter Thompson Advertising 
Agency, New York City, speaking 
on the self-service trend in the 
drug and variety field. 


e “IN 1958 you’ll not only have to 
build a better mousetrap, but 
you'll have to build a better pro- 
gram to promote it,” says Frank 
Mansfield of Sylvania _ Electric 
Products. “Quality differences have 
become so minute in many cases 
that success in today’s markets 
depends almost completely on who 
does the best job of creating 
demand for his product or service 
through advertising and promo- 
tion and use of his sales organiza- 
tion.” 

In insurance, product similarity 
as well as competition has in- 
creased. Ingredient differences are 
often minor compared to person- 
ality differences. Consumer motiva- 
tion studies indicate that a well 
established brand personality is 
vital to acceptance of a sales idea. 
Personal as well as company tie-in 
advertising is increasingly popular 
among local agents as an effective 
method of creating strong brand 
personality. 

To capitalize on your own brand 
personality, consult your company’s 
sales promotion department for 
free professional advice. 
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Among the Company Magazines 


“Shenandoah News” Goes Slick 


Shenandoah Life announced to 
its field force that a new publica- 
tion was to be ready for them about 
the middle of November. Set now 
is a 12-page magazine in two col- 
ors with articles by field men and 
material from the various insur- 
ance services. Editor is Howard L. 
Johnson, who has handled the 
newssheet, Shenandoah News, 
which will no longer be sent to the 
field. 


Mathematics Prizes for 
High Schools 


The Banner, August issue, re- 
ports that 40,000 students in U. S. 
and Canadian high schools partici- 
pated in the mathematical contest 
sponsored by the Society of Ac- 
tuaries and the Mathematical Asso- 
ciation of America. Both educators 
and working mathematicians have 
been concerned for some years over 
the decline of general interest in 
this vital field. At long last, this 
program and other similar activi- 
ties should help to reverse the 
trend. (Publication issued by The 
Excelsior Life, Toronto.) 

Star Bulletin, September issue, 
described another aspect of mathe- 
matics at work from a report by 
the Institute of Life Insurance. At 
the Hartsdale Junior High School 
in New York, three enterprising 
eighth grade students formed their 
own insurance venture to illustrate 
arithmetic put to practical use. The 
boys incorporated as a stock com- 
pany, then went through the school 
and built up a brisk business in- 
suring students against loss of text 
books. Even a few teachers bought 
coverage, and the boys wound up 
the project with dividends of a 
nickel a share. Editor: Jack H. 
Gruben, American National, Gal- 
veston. 
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They're Good! 


In the past several months, we’ve 
scanned hundreds of company pub- 


lications. They make quite a pile 
when stacked up on an average size 
desk. But the outstanding excel- 
lence of a few publications is so 
striking, month after month, that 
literally it’s almost painful to dis- 
card them. Most of them have re- 
ceived various awards from associa- 
tions and groups so our mentioning 
them is nothing new. Nevertheless, 
as every ink-stained toiler knows, 
comment from a pleased reader is 

never amiss. 
Nationwide tops the list with its 
employee newspaper, The Dividend, 
Continued on page 60 


says Broker William J]. Monahan (c), shown here with S. Pete 


Fischler Brokerage Manager 
C.L.U., Manager, both of Prudential’s Weintraub Agency 
‘ since I’ve started using Prudential’s booklet, “Will Your 


“Selling 


(1), and Mickey Weintraub 


Youngster Go To College?’ The booklet outlines the 


juvenile 


estimated costs at more than 200 colleges and universities 
throughout the United States and Canada and, as a result, alerts 


prospective buyers to the financial problems involved in 


insurance 


is child’s 


planning an education for their children. In addition, the 
favorable impression the booklet creates has aided me 

in securing considerable business from other members 

of the family. 

‘"Will Your Youngster Go To College?’ is just one example 


of the excellent sales literature distributed through 
Prudential’s Brokerage Service without any cost to me. 
And the nicest thing about dealing with Prudential is — 
I always receive the full commission.” 


You ‘ll enjoy 


TWENTIETH CENTURY, Sundays, CBS-TV 


TO: BROKERAGE SERVICE*+ THE PRUDENTIAL, NEWARK 1, 


gj 1 would like to receive a complimentary copy of Prudential's sales 
aid WILL YOUR YOUNGSTER GO TO COLLEGI 


Bcd I want to know more about Prudential’s 
|} and how it will make sales easier for me 
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Among the Magazines 
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its magazines, Together and Min- 
utes, issued six times a year to 
policyholders. In the first two pub- 
lications, what often piques our 
fighting Irish ancestry is the blunt- 
ness of some of the questions asked 
by employees, and answered in mild 
tones by a company officer. The 
motto seems to be, “If you think it, 
say it,” and it certainly elevates the 
local problem to universal reader 
interest. 

The October cover illustration 
for Minutes was by far the most 
unusual fall number to cross this 
desk. Made up like a schoolboy’s 
homework sheet for a study project 
on trees, five autumn leaves taped 
to a sheet of paper were illustrated 
in full color. The titillating touch 
was that four specimens were 
identified while just a shaky ques- 
tion mark appeared under the last 
one. Who wouldn’t look inside that 
cover? 

Protection, issued to the field 
force of The Travelers Insurance 
Companies, is another consistently 
fine job. “The Travelers Almanac,” 
published each month on the back 
cover and often illustrated with an 
oldtime illustration from the Bett- 
man Archives, is an excellent fea- 
ture. The research on a historical 
fact, more or less well known, is 
painstaking, and the tie-in to a 
sales pitch for insurance extremely 
neat. September’s write-up fea- 
tured one John Childs, a pioneer 
birdman who launched himself 
from the steeple of Old North 
Church in Boston and flew briefly 
through the air on September 12, 
1757. Aviation insurance, of 
course, is a natural for the close. 
And the “Tower Telescope,” writ- 
ten by Protection editor George 
Malcolm-Smith, is a gem of home- 
grown humor. 

News From Home, published for 
both policyholders and agents by 
The Home, was cited this year as 
the best external company publica- 
tion in the industry by the Insur- 
ance Advertising Conference. And 
the autumn number is a fine ex- 
ample — expensive, polished, and 
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built around one theme, with care- 
ful writing and beautiful illustra- 
tions. Editor: Kenneth H. Dunshee. 
Provident Notes, September is- 
sue, was given over to the 1957 
Round Table Convention. Stressed 
during the convention was the 
theme, “moving the goods from our 
shelves,” and the magazine carried 
this out with exceptionally clever 
spot sketches and copy treatment. 
Editor: Richard P. Richter, Provi- 
dent Mutual Life, Philadelphia. 


Cartoons with a Purpose 

With a publication directed to a 
field force, Mutual of Omaha’s Mut- 
terings, in this case, one difficulty in 
makeup is relieving the deadly 
monotony of several pages of names 
in small type, such as a list of 
leading producers countrywide. 
Mutterings increases general read- 
ership by the simple but effective 
expedient of centering a cartoon on 
nearly every page. Managing edi- 
tor: Morey Landman. 


Hub Caps and Good Will 


Some months ago THE SPECTATOR 
reported in the New Products and 
Services section a device for mark- 
ing hub caps quickly and at small 
cost as a protection against thieves. 
Both The Marylander, September- 
October issue, and The North 
American Fieldman, October issue, 
carried stories about the Swantner 
and Gordon agency in Corpus 
Christi, Tex., which offered to mark 
hub caps free as a good will ges- 
ture. In a weekend of whirlwind 
activity, the agency, which had ob- 
tained permission from city police 
and the sheriff’s office, serviced over 
1200 cars. 


Keep the Corn but Can the Bathos 


It was a disappointment to find 
in a usually urbane life agency 
house magazine a particularly of- 
fensive windup in an article writ- 
ten by a producer. It involved the 
usual case of the wife who opposed 
insurance expense only to find her- 
self in bad straits when the young 
husband met an untimely end. All 
very usual, even slightly corny, but 
also often very true. 
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What is—or should be—offensive 
was the close, which should offend 
any religious person who has a 
concept of the Higher Being as 
greater than a super-salesman of 
insurance, no matter how honor- 
able the business. We quote direct- 
ly: “Never again will I feel that I 
am intruding on any one when I 
tell the life insurance story. Never 


again will I fear criticisms by 
those who avoid me, for I think of 
a man that lived some 2000 years 
ago. He, too, was criticized by 
many for his teachings. He, too, 
was greeted by many with a closed 
door.” The worst of it is similar 
stuff appears rather often in some 
publications. 

—Elinor Kinley 
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These Names Make News president. Added as new mem- 


bers are John W. Norris, presi- 
dent of Lennox Industries, and 


rector of National Old Line for 
the past 24 years, died Novem- 
ber 8. He was 53. 


Downing B. Jenks, president of John C. Evans, former president 
Rock Island R. R. Lines. of Great American Insurance, 
died November 16. He was 68. 
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1911. William H. Berry. vice ; Robert L. Punsky, broker and past 
president, will succeed Mr. G. O. Eckley has president of the Fort Wayne 
Walther in charge of the fire been made man- 2. ’ C. L. U. chapter, has been ap- 

. ’ ° ° f i ¢ i 2 « irec 7} 2 j > 
companies’ engineering depart- on rng ytad en ; pointed a directo in the Middle 
ment. in Chicago. He was Western region of the Society 
Gerard S. Nollen has retired formerly auditor. _ of Chartered Life Underwriters. 
from the board of Bankers Life | Horace G. Rhodes has left the In- 


of Iowa. Named to complete his surance Department of Okla- 


term is Robert B. Patrick, vice | Dr. Ralph McLochlin, medical di- homa to become secretary-trea- 


surer for United Founders Life 
of Oklahoma City. Rhodes had 
been assistant commissioner 


and departmental counsel. 


C. J. Faherty (above, left) and Sidney A. 
Kent have been elected second vice presi- 
dents of Prudential. Faherty has been execu- 
tive investment manager of the commercial 
and industrial loan department since its 
formation in 1956. Kent has been executive 
director of agencies for the Mid-America 
home office, Chicago. 

William J. Reynolds, Jr., has suc- 
ceeded John P. Breeden to the 
post of manager of Corroon & 
Reynolds Pacific Coast depart- 
ment. Mr. Breeden retired at 
his own request, and will con- 
tinue in an advisory capacity. 

Roger E. Davis, formerly secre- 
tary and public relations di- 
rector of the Hospital Service 
Association of Western Pennsyl- 

Kee in Faith through the years vania, has been made assistant 

p g vice president and public rela- 

tions director of Associated 

For over 90 years, since 1867, the Equitable Hospital Service of New York 

Life of Iowa and its field associates have been (Blue Cross) and public rela- 

keeping faith with American families — a faith tions director of United Medi- 
founded on the security of life insurance — cal Service (Blue Shield). 

and as a New Year approaches, they renew Frank L. Smith has been ap- 

again this continuing pledge. pointed to the newly created 

post of marine manager for the 

American Equity Group of Mi- 

ami. New department will han- 

‘ dle all forms of inland marine 

WY coverages and underwriting su- 

YU pervision of dwelling package 

LIFE INSURANCE COMPANY OF IOWA policies. Mr. Smith was for- 

merly in the marine department 

of Maryland Casualty. 
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Agents Responsibilities 


Continued from page 29 


agents on the basis of the final loss 
ratios produced, why not permit 
the agent to be fully responsible for 
underwriting selection? 

What we are working for in the 
‘Buffalo Plan” is a broadening of 
the agent’s underwriting responsi- 
bility within a general underwrit- 
ing guide. Such a plan would per- 
mit the company to eliminate a 
great deal of the expense and effort 
required by individual item under- 
writing. It would permit the com- 
pany to confine itself to a program 
of underwriting the agent. Just 
imagine the savings which would 
accrue to our industry if we could 
generate sufficient faith and con- 
fidence in our agents to leave all of 
the individual item underwriting to 
them. 


Agency Payments 

4. Collections. One of the things 
we hope that we are going to be 
able to get out of our new program 
some day is an agreement with the 
agents to pay company’s accounts 
as rendered. All insurance com- 
panies must account for each and 
every agent’s business. Any such 
accounting done by agents repre- 
sents a duplication of effort and ex- 
pense. In every other kind of busi- 
ness that I know of, the wholesaler 
prepares a bill of the merchandise 
delivered to the retailer, and the 
retailer pays on the basis of the 
wholesaler’s bill. He can’t defer 
payment or avoid payment simply 
because he hasn’t collected from his 
customer or because the merchan- 
dise hasn’t moved as well as it 
might. 

Agency payment on the basis of 
a company prepared bill is gaining 
increasing favor. More and more 
producers are asking us to prepare 
their monthly statements and sub- 
mit them in duplicate. As I under- 
stand it, from the agents, they are 
filing in separate company folders 
an accounts payable copy of each 
bill or credit statement to their 
policyholders. When they receive 
the monthly account from the com- 
panies, these accumulated copies 
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are used to check out the company’s 
statement. Any accounts payable 
copies not accounted for are car- 
ried over in the file for future 
statements. Any errors are called 
to the company’s attention. When 
the agent has completely checked 
the company account current, one 
copy becomes his bookkeeping rec- 
ord and the other is returned to the 
company with the check. They tell 
me that this procedure makes full 
use of the loose leaf accounting 
system, eliminates the expense of 
statement preparation in the agency 
and we know that it simplifies ac- 
counting and reduces collection 
costs for the company. 


Savings 

I am sure that the insurance in- 
dustry could make a tremendous 
saving of policyholder’s dollars if 
agents would -become fully respon- 
sible for collections. By this same 
step, I am also sure that we would 
reduce flat cancellations, reduce the 
charge-off of uncollected earned 
premiums and a lot of the free in- 
surance, which helps maintain the 
rate advantage of our competitors 

-yours and mine. 

What conclusions should be 
drawn from all this? What action 
is indicated for the local indepen- 
dent agent? He can take the “Low 
Road” sponsored by many of our 
competitors who offer to do more 
and more so that the agent need do 


less and less. 


Greater Obligations 

Or he can take the “High Road” 
which asks the accept 
greater obligations and responsibil- 
ities in the selling, servicing and 
processing of the insurance busi- 
ness. That course says that we have 
just as much right to expect to 
achieve savings in the cost of in- 


agent to 


surance by passing functions on to 
agents as some of our competitors 
have by taking functions away 
from agents provided the agent will 
accept and can measure up to these 
greater responsibilities. This course 
is charted to build a relationship 
upon mutual faith and confidence 
which will permit the agent to as- 
sume an increasingly prominent 
role in servicing the insurance buy- 
ing public. 


vour Mutu; 
‘ Benefit 
P. Life Man 


training | 


pays off 


or 
everyone. 


9 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off 
both for the client who gets more for 
and the Mutual Benefit 
Life man who finds that planned 


his money 


insurance is easier to sell! 

It takes more time and effort, 

of course, but this training is a 
big reason why Mutual Benefit 
Life men like Glenn Rifenberg, 
Three Rivers, Michigan, enjoy 
successful careers and their clients 
enjoy quality insurance programs. 


The Mutual Benefit Life 


‘nsurance Company, Newark, N. J. 





new england... 


Minutes of the Bored 


Aug. 8, 1832: 

“... Ten years ago the Board of 
Directors could not foresee the 
great possibilities of growth in the 
insurance business.” 

Sept. 9, 1852: 

“. . . Little did the Board of 
Directors suppose that the insur- 
ance business would sustain the 
unprecedented growth shown dur- 
ing the past twenty years.” 

Sept. 12, 1877: 

“... While the Board of Direc- 
tors anticipated normal expansion 
of the insurance business, phenom- 
enal growth since the great war 
could not have been expected.” 
Sept. 25, 1902: 

. Unprecedented growth of 
the insurance business was un- 
foreseeable by your Board of 
Directors.” 

Oct. 20, 1927: 

ss The automobile age has 
created vast new fields of opportu- 
nity for insurance service which 
could not have been anticipated 
by your Board of Directors twen- 
ty years ago.” 

Nov. 18, 1957: 

“|. . New developments in in- 
dustry and commerce since World 
War Two and Korea have precipi- 
tated an era of expansion which, 
in turn, have generated acute 
growing pains in the insurance 


64 


business. It would have been im- 
possible fifteen or twenty years 
ago for even the most optimistic 
Board of Directors to forecast 
such phenomenal growth.” 
Nov. 29, 1960: 

. . Only twenty-six days ’til 
Christmas.” 


Brsk-k, New Paragraph 


Suggested addendum for each 
Board report for 1957: 

“The ‘satellite age’ will bring 
immediate challenges to all indus- 
try and ours in particular. 


XQ 


=, 


. . and we could also get a Family policy 
at reduced rates." 


“We will be called upon to meet 
conditions still not designated, 
still not blue-printed, but your 
Board of Directors believe it is 
safe to say that a year from now 
we will look back with wonder on 
what we have done, and ahead 
with wonder on what we are being 
called on to do, as the doors to the 
future open a little wider and per- 
mit a fuller view of the potentials 
and possibilities of the insurance 
business. 


First Plateau 

“While we will not permit cur- 
rent conditions in our business to 
serve as an excuse for fiscal irre- 
sponsibility, because such action 
would irreparably damage _ the 
basic economic strength of this 
country as well as the Western 
world, we will invest substantially 
in 1958 as the first plateau of a 
planned preparedness program for 
1960.” 


Five for ‘58 

Herewith, a report of New En- 
gland company and producer at- 
titudes for the immediate year 
ahead. 

All signs point to continued in- 
creases in costs through 1958, and 
efficient management is planning 
a battle on increased operating 
costs, as follows: 

(1) Increased rates—This meth- 
od will not provide immediate re- 
lief from the cost problem because 
increased rates will not be fully 
reflected in income for a year or 
more. Term policies and time pay- 
ment plans may offset any actual 
benefit for several years. 

Underwriting results will be 
improved through emphasis on in- 
spection and underwriting proce- 
dures. Loss control and selection 
departments will be adequately 
manned and properly trained. Defi- 
nite minimum underwriting stand- 
ards will not be departed from... 
“If we must write a share of the 
bad with a share of the good, let’s 
make the bad at least as good as 
the least good.” 

(2) Replacement cost coverages 
—Eliminate depreciation as a con- 
sideration in establishing insura- 
ble values. “If reduction in amount 
of insurance is permitted to offset 
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rate increases, our financial posi- 
tion will further deteriorate by the 
end of 1958.” Most loss settlements 
include allowance for little, if any, 
depreciation. This is particularly 
true for buildings and late model 
automobiles and small property 
losses of any type. 

The move toward replacement 
cost coverages will be hastened in 
an all-out effort to collect equita- 
ble premiums. The insurance busi- 
ness cannot survive by collecting 
premiums on a depreciated value 
and paying claims on a replace- 
ment value. 

(3) No more giveaways—A 
tightening of agents’ balances, 
fewer “flat” cancellations, reduc- 
tion in reissuing renewals because 
of preventable errors, and a strin- 
gent approach to paying losses not 
covered by the contract. This one 
area of cost control, alone, is being 
estimated by some authorities as 
spelling tie difference between 
success and failure in the insur- 
ance business in 1958. 

(4) Improved public relations 
Reasons for present and higher 
premiums will be explained and 
the money value of loss prevention 
will be demonstrated. 


More "Broad Forms" 


“Broad Form” contracts will be 
increasingly sold but the exclu- 
sions will be more increasingly 
unaerstood in advance, too. “We 
simply have to get it through our 
heads, and, then, through the heads 
of the insuring public that we can 
create good will before a loss by 
means of adequate understanding 
of the contract. As we gradually 
get into the business of writing 
and explaining the proper contract 
before a claim happens, we can 
gradually get out of the business 
of buying good will after the 
claim.” 

(5) Greater personnel efficiency 
—Less dead weight. “We will head 
each department by a competent, 
experienced person who _ under- 
stands fully his responsibility and 
the aims of management. He will 
communicate these aims to his as- 
sistants, and we will let him alone. 
If he cannot produce the desired 
results, we will replace him. If he 
does the job well, we will reward 
him.” 
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G0 in 
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Vornite 


Throughout the 11-state territory served by Life of Georgia, 
company representatives are on active rosters of many groups 
devoted to community service. These include the Community 
Chest, Boards of Health, Civic Service Clubs, Fund Cam- 
paigns, YMCA, Educational groups and many others. 
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with the help of the 
PEERLESS 


Dwelling Package Insurance 
‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 
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Another good reason why people look up to 
The Man from Equitable 


Living Insurance by Equitable 


The Equitable Life Assurance Society of the U. S. ¢ 393 Seventh Avenue, New York 1. N.Y 





Put yourself 
3 to 5 years ahead 
at INAg 
School ror Agents 


BUSINESS. INTERRUPTION 


As competition tightens, selling toughens. The agent with the right 
training is better equipped for the game. He can develop sound pro- 
grams of protection that will get and hold insurance. 

INA’s School for Agents in historic Philadelphia has made better 
producers of more than 1200 graduate agents from the U. S., Canada 
and distant places of the world. 

The course is an intensive 8-week session—practical. full of infor- 
mation and geared to today’s selling conditions. Friendly instructors 
who know their subjects will give you a firm foundation in insurance 
principles. You'll have 214 weeks in Personal Lines, with 515 weeks 
allocated to programming Business Risks. Tuition is free to INA agents. 

Find out more about the training that can become your biggest 
asset. Ask the INA Service Office Manager in your territory. 
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